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America Fore Group 
Premiums And Assets 
Rise In Six Months 


Premiums Up 11.46% to Total of 
$152,500,000; Consolidated As- 
sets Reach $1,060,296,343 


LOSSES IN UNDERWRITING 


Investment Income Higher; Herd 
Sees Little Prospect of Under- 
writing Profits Soon 


Operating and financial statements of 
the four companies comprising the Amer- 
ica Fore Group show results for the six- 
month period ending June 30 and the 
condition of the companies at the close 
of business June 30, 1957. 

Premiums written by the group showed 
an increase of 11.46%. The three fire 
companies of the group produced $101,- 
607,532 in written premiums for the pe- 
riod, an increase of $27,637,221 over the 
same period in 1956. The Fidelity and 
Casualty Co. produced $50,883,742 in 
written premiums for the period, a de- 
crease of $11,693,559 from the same pe- 
riod of 1956. 


Unearned Premiums 


As at June 30 the reserves for un- 
earned premiums for the four companies 
of the group stood at $77,732,922 for the 
Continental, an increase of $5,301,748 for 
the period; $58,727,975 for the Fidelitv- 
Phenix, an increase of $4,179, 361; $62,- 
813,010 for the Niagara, an increase of 
$15,177,536 and $59,552,518 for the Fidelity 
and Casualty Co., a decrease of $3,933,135. 

Statutory underwriting results of each 
of the four companies for the period were 
as follows: Continental, $5,354,926 loss; 
Fidelity-Phenix, $4,036,181 loss; Niagara, 
$8,690,128 loss, and Fidelity and Casualty 
$6,633,586 loss. 

Total assets at market quotations of 
all companies of the group at June 30 
were $1,328,933,155, an increase of $34,- 
196,506 over December 31, 1956. Total 
surplus as regards policyholders at June 
30 was $975,733,525, an increase of $4,174,- 
702 over December 31, 1956. 


Total Assets $1,060,296,343 


On a consolidated basis eliminating the 
duplication of affiliated companies, the 
assets at June 30 were $1,060,296,343, an 
increase of $36,292,200 over December 31, 
- 1956. Total policyholders’ surplus at 
F June 30 was $647,096,713, an increase of 
~ $6,270,395 over December 31, 1956. 

By individual companies, ‘assets as of 
4 June 30 were: Continental, $432,845,043, 

an increase of $9,341,708 over December 
31; Fidelity-Phenix Fire, $395,366,738, an 
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Congress Of Actuaries 
Here Will Draw 1,200 


From 32 Countries 


15th International Congress To 
Meet In New York City 
October 14 to 25 


OBJECTS TOLD BY LINTON 


Can Broaden World Coverage, In- 
crease Effectiveness; Where 
They Come From 


In about 90 days the City of New York 
a Mecca for more than 1,200 
all five continents. The 
occasion will be the meeting of the Fif- 
teenth International Congress of Actu- 
aries, which will open Monday, Oct. 14 
and continue through Friday, Oct. 235. 


will become 
actuaries from 


Congress 
from 32 countries. They will 
represent virtually every type of activity 
which calls for the skills of the 
—from private 
health, fire 
to public 


Guests at the International 


will come 


actuary 
enterprises such as life, 
and casualty insurance com- 
panies, agencies which operat« 
plans on behalf of national 
Also attending the 


insurance 
governments, Inter 
national Congress will be consulting actu 
staff 
and teaching actuaries. 

The objective of the International Con 
gress, every third 
world conditions permitting, is to pro- 


aries, actuaries of business firms 


which meets year, 


vide a forum for the world’s actuaries 


in which to discuss new 


and the 


developments 
problems which the actuaries 


share as a profession. 


Statement by Chairman Linton 


The organizing committee of the In 
ternational Congress, headed by M. AI- 
bert. Linton, chairman of Provident Mu- 
tual Life, stressed the common purpose 
of the meeting in this statement: 

“The life insurance actuary from the 
United States; the Scandinavian govern- 
actuary 
a South 


actu 


actuary; the consulting 
the actuary of 


ment 
from England; 
American insurance company; the 
a Central European 
these persons share 
the desire to im- 
actuarial pro- 


ary who teaches at 
university—all of 
the same ideals, and 
prove the standards of the 
fession. 

“This explains why North Americans 
and South Americans will be sitting as 
friends with Europeans, Asians and Afri- 
cans at the International Congress, re- 
gardless of any differences in language, 
background, or even politics. Their goal 
is to broaden insurance protection of all 
kinds for a greater number of the world’s 
peoples, and to increase the effectiveness 
of existing insurance coverages.” 

To assist the actuaries in their work 
at the International Congress, a simul- 
taneous translating system will be set up 
in the meeting rooms. This will permit 


(Continued on Page 17) 
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Rice 





Tucked away in a Philadelphia suburb is a col- research and preparing text books and other essen- 
lege without a classroom or campus. Yet this unique tial materials. 
educational institution has had a profound profes- But the college is perhaps best known as the or- 
sional influence on the life insurance industry. ganization that grants the designation, “C.L.U.” 
It is the American College of Life Underwriters, Because of the high standards it set — and insists 
founded in 1927 to establish a professional stand- on maintaining — the Chartered Life Underwriter 
ard of education in life underwriting. In pursuing is recognized as a life insurance advisor who has 
its noble aims the college finds itself active in many attained true professional stature. 
areas: encouraging and fostering the training of The Travelers is proud of its agents and staff 
college students for a life insurance career . . . coop- men who are members of the Travelers C.L.U. 
erating with colleges and universities in general chapter. 
life insurance education for laymen . . . promoting We salute The American College of 


Life Underwriters on its 30th Anniversary. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 
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Northwestern 


Mutual 


Centenary — Agents 


Association Méctinig 





Highlights Of Centennial Program 


President Fitzgerald States Company’s Position and Production 


Aims; Vice President Grant Hill Says Club Year 
Best in History 


By CLarENCE AxMAN 


Milwaukee—Theme of Northwestern 
Mutual Life’s 77th annual meeting of its 
association of agents this week was 
linked with the company’s centenary. 
Emphasis of addresses delivered at the 
meetings was a look ahead in visualizing 
what will be situation in life insurance 
in forthcoming years. 

Plan was to start centenary program 
in Wisconsin Avenue in front of home 
office building but a cloudburst made it 
necessary to transfer the ceremonies to 
home office auditorium. Beginning of 
centenary events had dated back to 
earlier this year. First event was a 
luncheon on March 2 at which the com- 
pany entertained 250 business and gov- 
ernmental leaders of Milwaukee and 


Wisconsin. On the following day six’ 


thousand men, women and children con- 
sisting of families, relatives and friends 
of the entire home office staff came to 
the home office for a party. On April 
23 the Newcomen Society held a cen- 
tennial dinner for the company attended 
by 450 business and industrial leaders 
from all parts of the nation. In June, 
Northwestern was host to the board of 
directors and several hundred wives of 
members of National Junior Chamber of 
Commerce and later to a convention of 
juvenile court judges. There were other 
events also in which the company enacted 
the role of host. The company also pub- 
lished a booklet written by Bob Jones 
called “To Have Seen a Century,” for 
which eighty thousand of its policyhold- 
ers requested copies. 
Opening Features 

Presiding at the centenary proceedings 
on Monday night this week was John 
Todd, Chicago. One feature of the eve- 


ning was an address on how the next 
generation looks at life insurance, that 
view-point being given by Jonnet Jean 
Kerns, a Sacramento school girl, who 
next fall will enter Stanford University 
as a freshman. Her father is John S. 
Kerns, a California general agent. She 
was followed by a prophecy for the 
Future of Americans, made by Douglas 
M. Knight, president, Lawrence College, 
Appleton, Wisconsin. Plaques were then 
presented to Edmund Fitzgerald as pres- 
ident of company by trustees and the 
Agents Association. Music was furnished 
by a men’s chorus and a large orchestra. 
President Fitzgerald States Company 
Policy 

The Agents Association’s convention 
began in the huge Riverside motion pic- 
ture theatre, and before that audience 
President Fitzgerald made his principal 
talk. In discussing the question of in- 
creasing size of mutual life insurance he 
said it involves a very delicate balance as 
to who benefits and when. “As to ex- 
panded outlets for production,” said Mr. 
Fitzgerald, “The Northwestern has been 
conspicuously more conservative than 
many others. Our company has never 
been engaged in a headlong race for 
volume. It has no interest and never had 
in making Northwestern the largest com- 
pany. The motivating idea of the com- 
pany being that individual buyers wil! 
continue to desire and be willing to pay 
for the individual service and counsel 
about their individual families, policies 
and the whole -financial complex of the 
whole individual lives which activities of 
Northwestern agents enté ail.” 

Continuing he said, “Personally. I am 
not willing to sell the value of your 
services down the road nor concede that 


the American teacher, business or pro- 
fessional man or other productive citi- 
zen is reaching the point where he will 
buy his security program by the yard or 
over the counter in the bargain base- 
ment.” 

Grant Hill Tells Results 

Grant L. Hill, vice president and direc- 
tor of agencies, told the association of 
agents that not only was the club year 
ending May 31, the best in the company’s 
hundred years’ history, but production 
was more than $96 million better than 
during the preceding club year. One out- 
standing feature was that 418 agents 
paid for more than half a million, as 
against 323 last club year. The million 
dollar club’s members for last club year 
was 106 as compared with 60 the year 
before. He introduced the top agents in 
their classifications, 

Those who made talks after being 
introduced by Mr. Hill included Jack 
N. Meeks, Columbus, Ohio, whose gross 
paid for production was nearly $5 million 
and John O. Todd, Chicago, who paid 
for nearly $4 million on 35 lives. One 
case written by Todd was among largest 
ever written by any one in Chicago. 
Mr. Meeks brought his wife and four 
children to the convention. 


Some Other Events 

Some sessions of agents association 
were held in Milwaukee’s new War 
Memorial Building, in the construction 
of which Philip K. Robinson, vice presi- 
dent, is one of principal committeemen 
and advisers. It has a large auditorium 
and is located near the company’s home 
office. Other sessions were held in the 
company’s auditorium.and in the River- 
side Theatre. 

At the annual luncheon to _ wives, 
an annual feature at agents association 
convention, Mrs. Peter A. Marshall, 
author of “A Man Called Peter,” was 
principal speaker, her topic being ‘“Noth- 
ing Can Defeat You.” Toastmaster was 
Robert E. Templin, superintendent of 
agents. 

At Tuesday’s meeting which was held 
in Riverside Theatre, A. J. Ostheimer, 
III, of Philadeiphia, regarded as an out- 
standing figure in the world of insurance 
production, discussed advanced under- 
writing fundamentals, 





President Fitzgerald Says Company 
Plans Some Expansion in the Field 


Milwaukee—Northwestern Mutual Life 
is planning some expansion in its field 
operations, it was announced by Presi- 
dent Edmund Fitzgerald in his talk to 
the field organization Monday, saying 
that by the end of the year the com- 
pany expects to have two agencies in 
Florida and make a start in Texas. 

This does not mean a change in the 
basic operations of the company Mr. 
Fitzgerald explained. “I do not think 
you could find much support either in 
the home office or the field,” he said, 
“for any serious proposals to abandon 
the basic specialty nature of our opera- 
tion. That basic consideration, plus other 
important points having to do with the 
quality of the business, is the underly- 
ing reason why you have never seen the 
Northwestern engage in a headlong race 
for volume.” 

In his talk President Fitzgerald re- 
viewed some of the events that have al- 
ready taken place in the program of its 
Centennial Year which culminated in this 
gathering of the field force. 

Northwestern’s Business Today 


“Let us turn now for a quick look at 
affairs of the moment,” continued Mr. 
Fitzgerald. “Briefly, what our company 
is doing and has done to date in this 
centennial year. To all, and particularly 
the leaders, go our congratulations for 
the amazing agents’ year and for your 
Success in carrying our insurance in 
force to $834 billions at this moment. 





EDMUND FITZGERALD 
Northwestern Mutual President 


“Mortality experience in 1957 is ex- 
cellent; it is running at about the 1956 
figure which, you will recall, was our best 
year. 

“Interest earnings will probably be 12 
points higher than last year’s final rate 


of 3.77%. This means that the 1957 rate 
before taxes will be very close to 3.9% 

3y 1959 we ought to hit 4% 

“With mortality experience good, with 
nothing presently in the picture to sug- 
gest an unfavorable turn in interest rates 
and with the shortly to be acquired IBM 
705, one of these new electronic brains, 
having general effect of helping to hold 
down expenses, the near future looks 
very favorable from the cost standpoint. 
Life insurance, indeed, and Northwestern 
life insurance in particular, should be 
one of the few things for which the 
public will pay lower prices in the years 
immediately ahead. 

Looking Toward the Future 


“Now let us look ahead a little way. 
The simplest form of crystal ball work 
is simply to assume that our rate of 
growth of the last 10 years will con- 
tinue indefinitely. On that basis our 
present in force of $8.6 billion would 
reach $29 billion in 25 years and $100 
billion in 50 years from now, in 2007. 
Actually, of course, the more accomp- 
lished crystal gazers qualify themselves 
in many directions and would not settle 
for anything as simple as this. All of 
them, however, are pretty bullish about 
the prospects of continued expansion of 
life insurance production in the years 
ahead. The average family buying unit 
is currently pretty well stocked up with 
consumer durable goods. According to a 
recent Securities and Exchange Com- 
mission survey the savings of individual 
Americans totaled $14.6 billion in 1956, 
more than in any postwar year. The 
Commission’s report attributed — last 
year’s climb in savings volume to a 
further rise in personal income after 

(Continued on Page 8) 


Northwestern Sales 
Up Half-Year by 114% 


ASSETS EXCEED | $3.6 BILLION 


New Mortgage Leone 50% Ahead of Se- 
curities Acquired; Nearly Half 
Residential 


Milwaukee—The Northwestern Mutual 
Life, reporting on its business for the 
first six months of 1957, announced that 
all phases of its operations are continu- 
ing at record levels, that it plans to ini- 
tiate new sales outlets—beginning with 
reentry into Florida and Texas, and that 
its emphasis on mortgage loans in new 
investments is proving highly satisfac- 
tory. } 

Sales in the first half of 1957 climbed 
to $388,443,000. This is $39,843,000, o1 





GRANT L. HILL 


1144% above sales in the same period 
of 1956. Insurance in force reached 
$8,662,693,000 on June 30, topping the 
June 30, 1956, figure by $497%4 million, 
or 6.1%. Assets of the company grew 
to $3,641,435,211 on June 30, 1957, a rise 
of 44% in the past year. Included in 
the assets were total mortgage loans of 
$1,172,056,000. 

“Emphasis on mortgage loans in our 
new investments has proven highly satis- 
factory,” stated President E taocmed Fitz- 
gerald. “During the first six months of 
1957, new mortgage loans were approxi- 
mately $100 million—50% in excess of 
the new stocks and bonds acquired. 
About 45% of the new mortgage money 
went into the residence field.” 


New Sales Outlet Development Program 


The newly-announced program of sales 
outlet development calls for reentry into 
the states of Florida and Texas. North- 
western Mutual has not operated in 
Florida since 1871 and it withdrew from 
Tex: is in 1907. 

“he company now has insurance agen- 
cies in 44 states and the District of Co 
lumbia; it has never had agencies in 
Mississippi and Louisiana. 


Other 1957 First-Half Figures 


The number of policies in force with 
the company on June 30 was 1,609,000, 
2% more than at this time last year. 

The average size of new policies writ- 
ten during the first six months of 1957 
was $10,156, compared with $9,021 in the 
same period of 1956. The average size 
of all policies in force is now $5,385, 
compared with the $5,171 first-half figure 
for 1956. 

Total benefits paid to policyholders 
and beneficiaries in the first six months 
of 1957 were $119,618,139. The total in- 
cluded payments of $32,549.777 in divi- 
dends to policyholders, 8.5% above last 

(Continued on Page 4) 
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Good Investment Future and Higher 
Interest, Seen by D. C. Slichter 


Milwaukee — Great investment oppor- 
tunities in many fields are foreseen for 
and somewhat higher interest 
ahead 


the future 
period 
Slichter, vice 


rates for the immediate 
re predicted by Donald C 


president of Northwestern Mutual Life, 


who addressed the field force on Mon- 
day. Just as the automobile became an 
explosive force in changing the economy 
and living habits of people, other great 
forces are at work for change and 
growth, he said. 

Outlook for Capital Investments 


“The long range outlook for capital 
investment seems to me to be very at- 
tractive both from the standpoint of the 
volume which will be available and the 
great range in the uses of the money, 
said Vice President Slichter. 

“What is the outlook for the next 
five years or so? These too, I believe, 
will be years of strong capital expansion. 
That also means personal incomes will be 
high and more and more people will have 
job responsibilities and incomes that 
need to have the benefit of Northwest- 
ern protection. It also means there will 
be good yielding investments available 
to the mortgage and bond departments. 

“I think the record of the past decade 
is indicative of the progress we may ex- 
pect in the next few years. Please do 
not conclude that I expect the patterns 
of yesterday and today to be projected 
into the future unchanged. Of course 
there will be changes, because as | 
earlier pointed out, we seek change and 
thrive on change. But from the stand- 
point of investment activity, I believe 
some of the important current strong 
trends will continue for some years. 

“Certainly the redevelopment of our 
older American cities is only in its very 
beginning. Rebuilding and better utiliza- 
tion of the old central areas will take 
place in a number of cities just as it has 
in Pittsburgh and as it is now underway 
in St. Louis. The problem is immensely 
complex and enormous amounts of capi- 
tal will be needed. And most important 
of all, real p litical statesmanship is re 


quired to give leadership which will pro- 


duce plans both of vision and of prac- 
ticality. Northwestern’s mortgage de 
partment has been very active in 


supplying capital for urban living 
“Postwar our residential loans have 
expanded thirtyfold to $689 million and 
the yield has moved from 4.05% to 4.61% 
Loans on business buildings, shopping 
centers and other establis hments have 


more than tripled since 1946, and here, 
too, the yield has moved up to over 
current yield on 


4.54%. (Incidentally, 
new mortgages authorized in both of 
these categories this year exceed 54%.) 

“Rural loans have not moved forward 
in as great volume as the city categories 
simply because market yields offered 
have not been competitive. But our farm 
loan people have sought sound situations 
that are a bit different and, therefore, 
offer good yields to the investor who is 
informed and willing to study and inves- 
tigate. 

“Our ownership of investment real 
estate, now exceeding $74 million, has 
all been acquired in the past ten or 
twelve years. The yield exceeds 4.42% 
and this will increase as time goes on 
and the overall value of these fine hold 
ings is moving substantially above our 
original acquisition cost. 

“Bond Department investments, too, 
have moved with our ever changing 
economy. As | am sure you have ob 
served from the annual published list of 
security holdings, Northwestern has 
aided many unusual but sound projects 
where interest return (and sometimes 
earnings participation) together with 


good security protection makes the in- 
vestment particularly attractive. 

Investments at End of Century 

“T am sure the late President Daggett, 
if he could view our investment activities 
of today, would be highly interested in 
the new areas of activity, but likewise, 
I am sure he would be pleased that 
fundamentally we have followed the 
same principles the founders established 
nearly 100 years ago. Our investments 
are basic in character because they serve 
the essential needs of modern living. 

“In the past decade we have literally 
channeled policyholders’ savings into 
good yielding and sound investments be- 
low the ground, on the ground, in the air, 
and on the water. 

3ased on facts and data provided by 
nationally known consulting geologists 
we have loaned money on natural gas 
and crude oil in the ground as well as 
coal, nickel, copper and iron! 

“On the ground we have provided cap- 
ital for factories, chemical plants, paper 
mills and many other types of business 
concerns. Your policyholder dollars have 
helped build the world’s two largest 
steam-electric generating plants located 
on the Ohio River. They have also 
nespen finance almost every major natu- 
ral gas pipeline system on the North 
"8 an continent, radiating from Tex- 
as, Louisiana, New Mexico, Kansas and* 
Alberta, to all the major cities of both 
the United States and Canada. 

“In the air Northwestern dollars wiil 
provide Pan American World Airways 
with new flying equipment which wi'l 
literally span the world. I’m sure that 
if the late President Daggett could enjoy 
a ride in a Douglas DC9 Jet he wouid 
be very pleased the Underwriting De- 
partment finally dropped that “aerial 
voyage” exclusion clause. 

“We have been active on the water, 
too, financing ships on the ocean and 
on the Great Lakes and barges and tow 
boats on our major rivers. Our transpor- 
tation investments of this character ex- 
ceed $110 million and include mammoth 
44,000 ton oil tankers and bulk iron ore 
ships. As you have perhaps read in the 
press, Northwestern now is the owner of 
three iron ore carriers on the Great 
Lakes and we are also the owner of a 
ship now building at Detroit currently 
known only as Hull 301. This ship 
when completed in 1958 will be the larg- 
est on the Great Lakes—729 feet long, 
a 25,000 tonner. No, we will not operate 


any of these ships. We merely will rent 

them to responsible transportation com- 

panies on a long term net lease basis 

(charter is the nautical term) that pro- 

vides an attractive rate of return. 

Interest Rates Today and Near-Term 
Future 

“Let me sum up the current and near 
term future investment outlook by citing 
the end result—the interest return ob- 
tained on both mortgage and bond hold- 
ings. An all time low was reached in 
investment return in 1947—3.01% before 
taxes. Last year it was 3.77%. At the 
end of this year it will be not less than 
3.87%—(Some people think it will be 
even higher and have made wagers on 
their prediction). Commitments now in 
hand make it certain our yield will im- 
prove next year also, but perhaps by not 
quite as large an amount as this year. 
Mr. Fitzgerald thinks that within the 
next several years we will cross the 4% 
mark (before taxes). None of us in the 
Mortgage or Bond Departments wish to 
disappoint him! We have been highly 
competitive in our yield results with 
other leading life insurance companies 
and we will make every effort to con- 
tinue to be so, this year, next year and 
the years to come. 

People and Money for ‘Financing 
the Future” 

““Financing the Future’ is indeed go- 
ing to be fascinating both to you, as well 
as to us who are directly concerned with 
investing. Let me point out two obvious 
facts: financing the future requires both 
peonle and money. 

“Change and progress is the product 
of man’s fertile mind. But ideas, plans 
and discoveries cannot be brought into 
being without well planned action, action 
that requires skill, knowledge and cour- 
age—supported by capital. We must 
have people of ideas, people of energy 
and people of integrity. And we also 
must have people of thrift, for without 
capital, without investment funds, prog- 
gress cannot take place in our kind of 
an economy. That was true when this 
company was founded a century ago, 
that is true today and it will be true in 
the future. 

“People must save today to achiev 

(Continued on Page 12) 


Sales Up in Half -Year 


(Continued from Page 3) 
year’s dividends in the same period. 

At the meeting of the board of trus- 
tees President Edmund Fitzgerald also 
announced that the Northwestern Mu- 
tual, on July 17, passed the $2 billion 
mark in amount of death benefits paid 
since its founding in 1857. 
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S. H. Koch Wins General 
Agency Cup; Other Awards 


Milwaukee—S. H. Koch, general agent 
for the Northwestern Mutual Life at 
Appleton, Wis., was the winner of the 
company’s General Agency Achievement 
Cup. The cup is awarded annually on 
the basis of graded point system involv- 
ing nine factors that balance conserva- 
tion, agency growth and manpower de- 
velopment. The Koch agency scored 
1,177 points out of a possible 1,350, The 
runner-up in the cup competition was 
Vern W. Huber, general agent at Osh- 
kosh, Wis. 

On the basis of volume of sales during 
the past agents’ year, Jamison and 
Phelps, Chicago, led all 91 general 
agents with $22,775,000, with Stumm & 
Rieder, Aurora, Ill, second with $21,- 
789,000. 





District Agency Awards 

In the annual competition for the 
District Agency Cup, J. E. Ellerbroek, 
Sibley, Iowa, was the winner for the 
second consecutive year with a_ score 
of 8&4 points out of a possible 10 points. 
The 236 district agencies of the North- 
western Mutual are in nationwide com- 
petition during the agents’ year to score 
points awarded on five organizational 
factors. The Ellerbroek district agency 
is associated with the Dean M. Kerl 
general agency of Sioux City, Iowa. 
The runner-up for the district agency 
cup was F, Pike, Oxford, Wis., also 
repeating from last year. He is associ- 
ated with the Huber general agency of 
Oshkosh. 

Leading the Top 20 Club of district 
agencies for the past year in sales 
volume was R. E. Castelo, Champaign, 
Ill., with $4,040,000. Second in volume 
was D. W. Dygert, Fort Wayne, Ind., 
with $3,613,000. 








and over-all general agency operations. 

with the development of manpower, 
Send complete resume life and life insurance career and photograph in strict confidence to Box 
2535, Eastern Underwriter Company, 93 Nassau Street, New York 38, N. Y. 


UNUSUALLY ATTRACTIVE HOME OFFICE AGENCY DEPARTMENT 
POSITION AVAILABLE FOR THE RIGHT MAN 


A billion-and-one-half dollar, midwestern, general agency life company, writing ordinary only, 1s 
actively seeking the services of a man in the 35 to 40 year age bracket, to fill a challenging and highly 
important position as a member of its Agency Department staff. 

The man being sought should have a soundly based record in life insurance sales and field man- 
agement work. He should be presently employed in the home office of a life insurance company or in 
agency management and consider this opportunity as a final and permanent move offering oppor- 
tunities for service, self-expression, and advancement not inherent in his present post. 

The position to be filled will be of an executive and administrative nature. Immediate responsi- 


bilities will include direct supervision of general agents in fields of recruiting, training, supervision, 
Related activities will include correspondence having to do 


sales procedures, and comparable activities. 
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Northwestern Mutual 


Centenary 





Ostheimer Talks on 
Advanced Underwriting 


TELLS ESSENTIALS FOR SUCCESS 


What He Thinks of Future Markets; 
How His Organization Was 
Gradually Built 








Milwaukee—A. J. Ostheimer of Phila- 
adelphia, for some time the nation’s 
leader in highly organized insurance 
production, broke his long practice of 
avoiding the rostrum by delivering on 
Tuesday at Northwestern Mutual field 
convention an address. After offering 
his views as to how insurance producers 
of ability, character and knowledge of 
fundamentals can achieve more than rou- 
tine success, he briefly sketched facts 
of his early career and then gave his 
opinions of some current “advanced 
underwriting” situations. Mastering fun- 
damentals needed for advanced under- 
writing achievement is not easy but one 
can go a long way in that direction. 

He started his talk with assumption 
that the agent with this objective has 
the required character and personality 
elements. Next he must possess suc ha 
consuming interest in the insurance busi- 
ness that he is positive such coverage is 
an unparalleled way of achieving certain 
types of financial objectives. He must 
be willing to live, think, eat and sleep 
the business of life insurance, an inter- 
est which approaches the crusading 
spirit. He must be motivated by strong 
desire to make good in the world, pro- 
viding his family with the comforts and 
advantages which a_ successful career 
can assure. 

Needs Hard Work 

“Tf he is satisfied to be small potatoes 
that’s what he will be, but if he desires 
to be bigger potatoes that’s what he will 
be instead,” said Mr. Ostheimer “He 
must enjoy hard work, putting forth 
great effort because he enjoys the work 
as a means of self expression. If he 
has strong desire to succeed, long hours 
will pass by unnoticed.” Mr. Ostheimer’s 
idea of work, he said, covers many as- 
pects such as ferreting out problems 
gathering detailed knowledge and ex- 
perience in keeping up-to-date analyzing 
and developing solutions of problems, 
self analysis and self criticism. Always 
he is seeking self improvement. A hap- 
hazard job won’t do. Just an overwhelm- 
ing interest by itself won’t get one 
anywhere. Then the individual simply 
becomes one of the greatest students in 
existence with a rather low standard of 
living. Desire is not enough either. There 
must be a combination of all these char- 
acteristics and information, including 
honesty of work habits. 

“He can’t start at the middle,” said 
Mr. Ostheimer, “and he can’t start near 
the top. He must start at the bottom 
and build up step by step pyramiding 
advanced knowledge and skill upon prim- 
ary knowledge and skill. Each person 
by measuring his capabilities and short- 
comings can decide how far he wants to 
go and how rapidly he will get there. 
Nobody is holding him back. There is 
nothing a producer salesman doesn’t 
know that he can’t learn and no trait 
in his character that can’t be governed 
by himself.” 


Tells of Early Efforts 


Tracing his career, Mr. Ostheimer said 
he was neither a genius nor a freak. 
Finishing college when 20 he became a 
paper box salesman, held three different 
jobs in that field and was finally fired 
when classed as a non-productive over- 
head. A business depression had swept 
the country. He finally decided on life 
insurance when 23. It impressed him 
as a field where his destiny was entirely 
within his own control. He paid for 
$600,000 the first eight months and 
$700,000 the next full year largely mak- 
ing package sales with a lot of pro- 
gramming and family income, some key 
men insurance and immediate annuities 


but because of family troubles he found 
it difficult to keep out of movies on 
rainy days or ball parks on sunny days. 
Then after a changed situation he began 
to see more people and to concentrate 
on uncovering problems and developing 
practical solutions. By 1934 his paid 
business reached nearly a million and 
a half including $800,000 Ordinary life 
on a client who was sixty-one which 
made it possible for him to pay all his 
debts and start in 1935 with a respecta- 
ble bank balance. 


At the Turning Point 


That year he worked even harder and 
more successfully, was happily remarried, 
hired a secretary and did two million. 
Then he needed an assistant and began 
some general insurance. He attended 
his first MDRT meeting in 1936 and 
found opportunity to exchange ideas with 
some wonderful agents. 

His business kept on growing and 
at present time he heads three separate 
companies, each engaged in its own 
source of insurance and allied activities. 
They are Ostheimer and Company, Inc., 
which specializes as consultants and 
actuaries on employe benefit plans; 
Ostheimer-Walsh, Inc., general insurance 


brokers; and Ostheimer and Company, 
which features estate planning and life 
insurance, annuities and accident and 
health. Mr. Ostheimer emphasized im- 
portance of delegating authority and 
responsibilities to others. He recom- 
mended that successful producer have a 
hobby. Personally, he is keenly inter- 
ested in marine mollusks, such as sea- 
shells, not just the shells but the animals 
too. He has followed his hobby in 
tropical waters in many parts of the 
world. 
Comments on Outlook 


Commenting on advanced underwriting 
field, he said in part, “Many agents will 
(Continued on Page 13) 
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New Jersey 


Added 





A new life department for brokers 


AS CLOSE AS YOUR PHONE: A new Connecticut General office, exclusively 
brokerage, ready to give you, the independent broker, all the advice, spe- 
cialized facilities and sales and promotion assistance you need to provide 
life and other personal coverage. 


This new brokerage office, along with our Newark Branch Office at 559 
Broad Street, will increase our capacity to bring service to this important 
market area. For details, call or drop in to see: 


David M. Freedman, Manager 


NEWARK BROKERAGE OFFICE 


1012 Kinney Building * 790 Broad St. » Newark, New Jersey 


Telephone: Mitchell 2-8550 


CONNECTICUT GENERAL 


LIFE INSURANCE COMPANY, HARTFORD, CONNECTICUT 
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Life of N. A. Names 
M. F. Chauner for Group 


APPOINTED VICE PRESIDENT 


Assumes New Post Aug. 19; Currently 
2nd Vice President, Group Actuary, 
Cal-Western States Life 


Milton F. Chauner has been named 
vice president in charge of Group insur- 
for Life Insurance Company of 
North America. He will assume his new 
position on August 19. Announcement 
was made by Edmund L, Zalinski, CLU, 
executive vice president. 

Mr. Chauner will be responsible for 


ance 


MILTON F. CHAUNER 


the supervision of Group underwriting, 
actuarial and administrative functions 
and will work closely with the agency 
department in the development of Group 
sales operations. He is currently second 
vice president and Group actuary of 
California-Western States Life. 

Mr. Chauner entered the insurance 
business in 1939 in the actuarial depart- 
ment of Connecticut General Life. He 
served in the Army during World War 
II and after working with the supply 
program for three years was discharged 
with the rank of captain. He assumed 
a position with the International Branch 
of the War Department General Staff 
until January 1947 when he returned 
to Connecticut General in the Group de- 
partment. 

From 1947 to 1950 Mr. Chauner was 
employed as an actuarial analyst in the 
benefits division of the personnel depart- 
ment of Standard Oil Company of Cali- 
fornia. He became an officer of Cali- 
fornia-Western States Life in 1950. 

Mr. Chauner is a member of the cash 
sickness sub-committee of the Joint 
ALC-LIAA Group Committee and of the 
California Committee of the Health In- 
surance Council. He is a fellow of the 
Society of Actuaries, vice president of 
the San Francisco Actuarial Club and 
chairman of the membership committee 
of the Actuarial Club of Pacific States. 
He is secretary of the Northern Cali- 
fornia-Nevada District of Toastmasters 
International and a past sage ea 8 the 


organization’s Capital City Club, Sacra- 
mento. 
Mr. Chauner received his B.S. degree 


from Montana State College and his 
M.A. from the University of Michigan. 
He also holds a degree in Industrial Ad- 
ministration from the Harvard Graduate 
School of Business Administration. 

Life Insurance Company of North 
America, which was incorporated in Sep- 
tember 1956, is a wholly owned sub- 
sidiary of Insurance Company of North 
America. Other members of the North 
America group are Indemnity Insurance 
Company of North America and Phila- 
delphia Fire and Marine... Insurance 
Company. 





PROMOTE GROFF AND KING 





Both Made Assistant Treasurers of 
Fidelity Mutual Life; Each 
in Navy During War 

E. A. Roberts, president, Fidelity Mu- 
tual Life Insurance Co., has announced 
the appointment of Oliver D. Groff, Jr., 
and of John P. King — each as an as- 
sistant treasurer of the company. 

Mr. Groff came with Fidelity Mutual 
in 1929 and has been a member of its 
accounting staff for a number of years. 
Following his return from service in 
U. S. Navy during World War II he was 
made general ledger accountant. He isa 
the University of Pennsyl- 
School of Accounts and 


graduate of 
vania Evening 
Finance. 

Mr. King, with the company since 
1935, went to the actuarial department in 
1936, later being transferred to the aud- 
iting division of the accounting depart- 
ment. In 1956 he became supervisor of 
premium collections. A graduate of Gib- 
son Institute he attended University of 
Pennsylvania Evening School of Ac- 
counts and Finance. 

During World War II, Mr. King was 
a Naval dive bomber pilot in the Pacific 
aboard Carrier Hancock. A member of 
the U. S. Naval Reserve he has the rank 
of lieutenant commander. 


Robert N. Griswold Retires; 
Succeeded By H. H. Leavey 


Robert N. Griswold, second vice pres- 
ident, actuary, and secretary of Cali- 
fornia-Western States Life, retired from 
active service recently following 29 years 
of service 

H. Harold Leavey, vice president and 
general counsel for Cal-Western Life, 
was elected to Bradlee Mr. Griswold as 
secretary. Mr. Leavey had been assist- 
and secretary for more than 20 years. 

A native of Hartford and a graduate 
of Yale University, where he was named 
to the Phi Beta Kappa scholastic fra- 
ternity, Mr. Griswold’s actuarial career 
with Cal-Western Life actually began in 
1920 when he joined the actuarial staff of 
Inter-Mountain Life in Salt Lake. When 
Cal-Western Life acquired Inter-Moun- 
tain in 1928, Mr. Griswold joined the 
Sacramento home office staff as assist- 
ant actuary. In 1940 he was advanced 
to second vice president and secretary 
and in 1954 he was named a full actuary. 
Chief among his duties with Cal-Western 
Life has been the drafting of life insur- 
ance and accident and health policy 
forms for the company’s Ordinary and 
Group departments. 


Business Manager for NALU 





Les 


HERBERT G. KEENE 


Washington—Herbert G. Keene of 
Summit, N. J., formerly life insurance 
management consultant for Remington 
R: ind, has joined National Association 
of Life Underwriters as business man- 
ager. 

The announcement was made by Les- 
ter O. Schriver managing director of 
NALU, who said, “We count ourselves 
fortunate in getting a man of Mr. 
Keene’s background, especially in view 
of the fact that his experience will be 
of exceptional help in planning the lay- 
out of our new building for maximum 
efficiency and convenience.” 

While with Remington Rand, Mr. 
Keene handled a number of important 
assignments, including internal organiza- 
tion, methods and procedures studies 
and office layout. Prior to becoming as- 
sociated with Remington Rand, Mr. 
Keene was controller of United States 
Life. In this capacity he was responsible 
for all accounting and auditing opera- 
tions. 

Before taking that post he was resi- 
dent manager for the public accounting 
firm of Stagg, Mather and Hough, in 
charge of the home office audit of The 
Prudential. He also has had experience 
as an insurance examiner for Maine, 
Vermont and New Hampshire, as a 
member of the staff of Joseph Frogatt 
and Co., Inc., insurance auditors and con- 
sulting actuaries. Mr. Keene began his 
business career with the Mutual Life 
of New York. ‘ 








CURRENT ACTUARIAL 
POSITIONS $7,500-$18,000 


Group Actuary Midwest $18,000 
Life Actuary W. Coast 15,000 
Life Actuary S. West 15,000 
Life Actuary Midwest 15,000 
Student Actuary South 9,000 
Jr. Actuary Midwest 9,000 
Jr. Actuary New York 8,500 
Student Actuary East 8,000 
Student Actuary Colorado 7,500 
Student Actuary Canada 7,500 


Employer pays service fee and moving 
expenses on these positions. Extensive list- 
ings include openings all areas of country— 
for all degrees of actuarial experience. 
Write for objective information regarding 
our service. No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 











WUTUALYZ LIFE 


FRANK McCAFFREY 








INSU 


#0STON, wASRACHUSENTS 


Ask M. L. CAMPS AGENCY 
about 
JOHN HANCOCK’S 
New Personal Health Policies 
Non-Cancellable and 
Guaranteed Renewable 


ed us for alt Information 


LARRY CAMPS 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


NCE COMPANY 


HERMAN FEINGOLD 














APPOINT DEAN MITCHELL 





Named General Manager of All Iowa 
Farm Bureau - Affiliated Insurance 
Services; Other Appointments 

Dean Mitchell of Des Moines, has 
been named general manager of all Iowa 
Farm Bureau-affiliated insurance serv- 
ices. In a move which merged the home 
office staffs of Iowa Life and Iowa Farm 
Mutual into a functionalized operation, 
seven department heads were named to 
manage either new or enlarged depart- 
ments under Mr. Mitchell. 


The change will result in improved 


efficiency and lower operational costs, 
according to E. Howard Hill, president 
of the lowa Farm Bureau Federation, 


who also serves as president of both 
companies involved. 

The following department heads, all 
residents of Des Moines, were named 
by Mr. Hill following the reorganiza- 
tion: Assistant to the general manager, 
Walter Bishop; sales director, Wayne C. 
Smith; actuary, Harlow B. Staley; un- 
derwriting secretary, Wallace E. Bidel- 
man; claims manager, Fred Swinton; 
secretary, Thomas Rebec; accounting 
and systems manager, Ivan E. Bonta. 

Mr. Mitchell, who has served for the 
last four years as manager of Iowa 
Life, was born in Woodward, Iowa. He 
is a graduate of the Law School of 
Drake University. He became assistant 
manager of Iowa Farm Mutual in 1948, 
manager of Iowa Farm Mutual and Iowa 
Mutual Hail in 1951 and manager of 
Iowa Life in 1953. 


BMA Reports Increase 
For First Six Months 


Business Men’s Assurance reports a 
total of $168,932,951 life insurance paid 
for during the first six months of 1957, 
an increase of 22.8% over the $137,590,- 
350 paid for during the first six months 
last year. Life insurance in force with 
BMA as of June 30, 1957 totaled $1,246,- 
103,869 as compared with $1,159,533,204 
as of December 31, 1956. This repre- 
sents an increase during the first six 
months of 1957 of $86,570,575; the 1956 
increase for the same period was $69,- 
825,107. 

BMA’s total income for the first six 
months of 1957 was $26,446,907 including 
$22,393,136 premium income and $2,920,- 
911 investment income. Total income 
has increased 7.5% over the correspond- 
ing period last year, with investment 
income increasing 11.8% and premium 
income increasing 7.9%. 

Total payments to policyholders so 
far this year amounted to $12,483,502, an 
increase of 9.5% over the $11,404,203 paid 
to policyholders during the first six 
months of 1956. Total disbursements for 
a this year amounted to $21,- 


Effective July 1, BMA announced the 
new automatic renewal plan, whereby 
premium payments may be made by 
pre- -authorized check through the policy- 
owner’s bank, 





UL 





wa 


July 26, 1957 















THE EASTERN 
UNDERWRITER 





Coed ee oe 





Page 7 




















| 





Penn Mutual men interested in 
getting ahead find that there are 
many ways up—life underwriting 
sales, sales supervisory work, 
management and general agency 
opportunities . . . whatever the 
individual is most interested in 
and best suited for. 


J 








Whatever area he chooses, he can 
be certain that Penn Mutual will do 
everything in its power to help him 
realize his goal—because we 

firmly believe that Penn Mutual 
opportunities should go to Penn 
Mutual men. Intensive training and 
educational programs—plus 
plentiful opportunities to test his 
wings in actual positions of 
responsibility—will help him get 
where he wants to go... faster. 
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You see, we believe in our “‘men 
with a future’. We know they 
represent our future. 





Back of Your 
Independence 
Stands The 
PENN MUTUAL 











THE PENN MUTUAL LIFE INSURANCE COMPANY « Independence Square, Philadelphia, Pa. 
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Northwestern Mutual 


Centenary — Agents 





R.S. Hageman Tells of “New Look” in 


Northwestern Mutual Sales Promotion 


Look” of 


promotion 


Milwaukee— The “New 
Northwestern Mutual 
and advertising was discussed by Rich- 
ard Haggman, director of advertising 
for the company, at the afternoon split 
sessions. The presentation, made with 
the aid of slides, gave a preview of fu- 
ture pieces of advertising and sales pro- 
motion as well as a glimpse of the atti- 
tudes, the points of view, some of the 
doctrine that will shape the development 
of future pieces. 

“Sales promotion is simply the use of 
tools in selling, and sales promotion and 
advertising people are the toolmakers. 
By the way, we manufacture and dis- 
tribute more than 1,200 separate selling 
tools,” Mr. Haggman said. 

As far as we are concerned with your 
work, we see it divided into five distinct 
categories: Finding your prospect; ap- 
proaching him to a point where your 
actual presentation will be effective; 
making the presentation and closing the 
sale; planning and self administrating 
your activity, and reputation building by 
continuously improving the  circum- 
stances under which you sell. 

Accordingly, the tools we make fall 
into five similar categories: Making and 
distributing tools for prospecting, for 
the approach, for the presentation, for 
the planning and administering of per- 
sonal selling work and, finally, for repu- 
tation building for improving the circum- 
stances under which you work. 

Some of these categories lend them- 
selves more extensively to the use of 
tools than others, but there are definite 
and uniform ground rules that we ob- 
serve in all of them. Among _ these 


sales 


~ President Fitzgerald 


(Continued from Page 3) 


taxes combined with a slump in spend- 
ing in relation to income and a slacken- 
ing in the growth of individuals’ debts. 

‘Looking further ahead, we have a 
growing population, an increasing num- 
ber of people moving into the income 
brackets which are significant for us and 
predictions in the coming automatic 
society for greater proportions of white 


collar workers, including the _ profes- 
sionals, self- employed, the service peo- 
ple, the engineers, chemists, doctors and 


scientists, which we are so well equipped 
serve. 
“While this picture is probably true 
in the broad sense, we all realize that it 
is a highly generalized and superficial 
version of a more specific kind of think- 
ing which we in management, with the 
assistance from you in the field, must 
engage in rec koning on our future ‘place 
in the sun.’ Here in the home office we 
have been engaged in continuous studies 
involving many phases of that problem. 
There are questions regarding the char- 


to 


acter of the market and the size of the 
market, I can assure you that we give 
much attention both. 


NML As a Major Specialty Company 


“Right now, at the end of 100 years, 
[ do not think you could find much sup- 
port, either in the home office or the 
field, for any serious proposals to 
abandon the basic specialty nature of 
our operation. You might, however, find 
a certain amount of discussion on the 
subject of pure size or volume growth 
and whether we are getting our share, 
even with our record breaking figures. 
As you all know, the aggregate industry 
figures of Ordinary life production can 
be misleading on these subjects, because 
of the fact that great numbers of blue 
collar workers now buy ‘Ordinary insur- 
ance’ who formerly bought ‘Industrial 


ground rules’ are three items of doctrine 
so significant to each day’s “new look” 
that we think are basic to a discussion 
of it. 

Reduced to one word each, these three 
principles say that Northwestern’s sales 
promotion must be characteristic, it must 
be practical and it must be fresh. 

Mr. Haggman then discussed what be- 
ing characteristic, practical and fresh 
really means to “Our New Look.” 

The “Characteristic” principle, he said, 
is the principle of emphasis without ex- 
aggeration, of quiet forcefulness that 
makes common sense and dignity an ele- 
mental requirement of everything North- 
western Mutual does. This activity cre- 
ates a good name for yourself, your com- 
pany and your business and thus im- 
proves the circumstances under which 
you sell. Reputation is a product of rep- 
utation building, now better known as 
public relations. Northwestern advertis- 
ing builds company reputation and your 
reputation among the people you know 
or will eventually know. 

In speaking of the Northwestern Mu- 
tual’s “Faces of Destiny” advertising 
series, Mr. Haggman announced that a 
new pocket-size booklet, “Faces of Des- 
tiny—Words of Experience,” showing all 
of the 52 advertisements of the current 


series, will soon be available to the 
agents. He also added that the com- 
pany’s Audubon calendars reflect much 
of the same philosophy of quietly force- 
ful sales promotion, both in the wall 
calendars as well as the new desk cal- 


endars. He also discussed a number of 
other new projects that reflect the basic 
Mutual’s sales 


theme of Northwestern 
promotion and advertising. 
insurance. The effect of this in the 


up-graded activity of the field forces of 
big ‘Industrial Life insurance companies’ 
distorts the industry-wide figures on 
Ordinary business. Nevertheless, a num- 
ber of our more natural competitors in 
the Ordinary field have in recent years 
been growing faster, not in dollars, but 
in rate increase than we have. The 
reasons are to be found in three cate- 
gories: (1) New or more numerous sales 
devices, (2) Increase in agency outlets, 
3) Deliberate and planned Northwestern 
policy. 
“In the first category are such things 
military risks, bank loan insurance 
acceptance of Jumbo risks, much of 
which is reinsured, non-medical business, 
guaranteed issue, greater volume of 
brokerage, special contracts offered to 
large buyers, and emphasis upon pack- 
age or policy sales. We have carefully 
limited our own expansion in these years 
to the classified business, the lowering 
of the age limit and the introduction of 
the QES principle. 


“In the second category, that ex- 
panded outlets, we have again been con- 
spicuously more conservative than many 
others. A study of industrywide distri- 
bution clearly shows that we hz ive been 
getting a relatively lesser share in cer- 
tain large urban areas and in certain 
rapidly growing portions of the country, 
such as the Southwest and the West, 
where many other companies have been 
aggressively stepping up their outlets. 

“Why is this the case? Fundamentally, 
of course, it is the reflection of a deter- 
mined policy. The question of increasing 
size in mutual life insurance involves a 
very —— balance as to who benefits 
and when. I do not have to explain to 
you the basic principles of life insurance 
accounting under which all new business 
must be financed by borrowing against 
surplus and amortized over a period of 
years. Thus, a rapid expansion which 
might be justifiable in long-term results, 
can be unfavorable in its repercussions 


as 


of 


Money bor- 


on present policyholders, [ 
rowed from surplus will ultimately be 
repaid, but it is not available for current 


distribution in the form of dividends. 
That basic consideration, plus other im- 
portant points having to do with the 
quality of the business so secured, is the 
underlying reason why you have never 
seen the Northwestern engage in a head- 
long race for volume. 

“There are, on the other hand, very 
definite advantages in a reasonable ex- 
pansion. We all like to be part of a win- 
ning team, We all feel an obligation to 
serve an increasing number of our kind 
of public. And to a point there are some 
financial benefits in being larger, al- 
though I doubt that is as important for 
this company to date as in the responsi- 
bility to provide nation-wide service to 
a highly mobile population, We, how- 
ever, decided some years ago to give 
priority for available extra dollars in 
the post-war decade, not to field expan- 
sion, but to Northwestern’s all time num- 
ber one consideration — the cost and 
quality of its product. We believed seri- 
ously that the present policyholder who 
was the victim of controlled and lower 
interest rates and the reserve strength- 
ening required as a result should not at 
the same time be assessed the cost of an 
expansion of sales activity. We have 
sharpened our tools. We have initiated 
classified, we have reformed the policy 
contract, we have pioneered the QES 
graduation program, we have made some 
significant readjustments in the com- 
pany’s investment portfolio and have 
erased one-half of the drop in average 
rate earned. 


NML Program For Expansion 


“We have never had any interest in 
making the Northwestern the largest 
company. Following the strains and dis- 
tortion of the last quarter century, we 
have thought it desirable to make it stay 
the best company. We now believe the 
time is proper to round out and balance 
our growth, Following discussions with 
the full board and its executive commit- 
tee, the trustees have authorized a pro- 
gram of moderate expansion under which 
the Northwestern will, we hope by the 
year end, establish two agencies in Flor- 
ida and make a start in Texas. Our 
Fiorida license was received July 10. 

“Now let us turn from the quantity 
considerations of size and rate of growth 
to the quality question. At this centen- 
nial point, what kind of company do we 


want to be? Having had occasion 
this year to review Northwestern’s his- 
tory, most of us are quite conscious of 


the manner in which this question has 
occupied the company’s leaders in the 
past and the things they have done to 
make it and keep it the kind of com- 
pany they thought it ought to be. 


Milestones of the Past 


“We have seen the foresight of Judge 
Palmer in insisting that investment and 
agency operations should be kept apart; 
the discernment of Willard Merill in 
realizing that the well-being, business 
integrity and morale of the agency force 
would be one of the greatest assets of 
the company. We have again been 
thrilled by the courage of Presidents Van 
Dyke and M. J. Cleary, and Vice Presi- 
dent Percy Evans in backing their judg- 
ment on the disability issue against most 
of their own field force and all of the 
life insurance industry, 

“In the field, we have seen men like 
Colonel Cary of Virginia and John I. D. 

sristol of New York spearhead the 
efforts of the field force of all companies 
to add status and integrity to the job 
of being an agent. We have seen men 


like Charles F. Junod, Herman Duval, 
Urban Poindexter, Dr. Albright, and 
many others whom time does not per- 


mit listing, contribute greatly to the con- 
cepts and techniques which have brought 
the activities of field underwriters to 
their highly perfected present levels. 
Ne have seen Franklin Mann, Harry 


French, Marue Carroll, and many others 
help their associates weld themselves in 
their respective agents associations into 





Association Meeting 





effective and responsible instruments of 
communication to the management of 
field thinking and opinion. On the one 
side there was concern for the character 
and quality of the company; on the other 
side there was concern for the character 
and quality of the agent. Among these 
leaders there was always full realization 
that each had great dependence on the 
other. There was also full realization 
that their ultimate success lay in best 
serving the interests of the policyholders. 
It is a record of distinction and rare 
achievement. 


Basis of American Life Insurance 


“During our century of service, as we 
know, in the United States life insurance 
policyholders have become far more 
numerous and have purchased far 
greater volumes of insurance than any- 
where else in the world. A prime reason, 
I think there can be little doubt, is the 
somewhat paradoxical American char- 
acteristic, wanting to join together for 
the accomplishment of many purposes, 
while at the same time retaining the 
maximum degree of independence and 
individuality. That is the basis of Amer- 
ica and that is the basis of American 
life insurance. Our forefathers estab- 
lished a Federal Union of States and 
then built in safeguards for the rights 
of the individual states. They formed a 
government to be operated by the will 
of the people and then established a Bill 
of Particulars in the Constitution to safe- 
guard the rights and privileges of the 
individual against invasion by the people 
as a whole. The Federal Government 
has gained in strength as against the 
states and probably with the integrating 
developments in industry, commerce and 
communication this has been inevitable. 
The right or the obligation of the indi- 
vidual to provide his own security has 
likewise undergone a change through 
agencies of government. Does this mean 
that our tendencies to unite are gaining 
without limit at the expense of our dis- 
position to be individually free? Are we 
simply riding a snowball downhill as it 
gets re without limit, and more 
monolithic ? 

“This question was recently raised by 
President Dickey of Dartmouth College 
at the First David McCahan Lecture 
during the International Insurance Con- 
ference in Philadelphia. Mr. Dickey’s 
answer was no, ‘There are,’ he said, 
‘forces within the American situation 
pulling in quite a different direction. 
Their pull is rooted in the biologic fact 
that, except for Siamese twins, human 
creatures are born, live and die one by 
one. Our achievement of national union,’ 
he said, ‘has given a tone and set an 
example that has left its mark on private 
American life generally, by enhancing 
in our eyes the value of union in most 
matters. But I am sure,’ he said, ‘that 
our capacity’ for union in all things 
remains rooted in our sense of com- 
munity and this sense of community is 
essentially private rather than govern- 
mental in character.’ Finally, toward his 
conclusion, he said, ‘any community, be 
it a business or a nation, by its very 
plural nature embraces purposes that 
transcend even the most enlightened 
self-interest of any individual. But, the 
community only adds. Communities are 
created by men and a man is the basic 
unit of energy in any community. Things 
happen in human affairs man by man, 
no other way.’ 


Life Insurance and the Individual 

“These excerpts I have quoted to 
you at some length, because they seem 
to me to throw a great deal of light 
upon the situation in the life insurance 
business and particularly our position in 
the Northwestern Mutual. On every 
hand are suggestions that the insurance 
business is a snowball rolling downhill 
toward the time where most Americans 
buy their life insurance not as individuals 
but as part of groups. A concurrent sug- 
gestion is that we are approaching the 
time when the purchaser of life insur- 
ance will buy it from persons not like 

(Continued on Page 12) 
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Your “key” 
fo a more 
rewarding 
professional 
future ~ 





By training to become a CHARTERED LIFE UNDERWRITER 


now, you can gain prestige, render more valuable service, 


multiply your opportunities to increase earnings! 


Keeping pace with ever-changing devel- 
opments in life insurance is vital to the 
success of any life underwriter. That’s why 
each year more and more ambitious and 
conscientious people are enrolling in study 
programs offered by the American College 
of Life Underwriters—programs which can 
lead to the designation of Chartered Life 
Underwriter. 

The knowledge, prestige and experience 


New York Life 


Insurance Company 


A MUTUAL COMPANY (NEA ELE) rounpen IN 1845 


Life Insurance * Group Insurance 


Accident & Sickness Insurance * Employee Pension Plans 


gained from successful completion of such 
study programs are known to increase agents’ 
business substantially. And aside from the 
reassuring sense of self-confidence a man 
gains, there is the actual improvement in 
status which can result. 

Why not open the door to a more success- 
ful future by starting to earn your own CLU 
key? Begin your preparation now for the 
June, 1958 examinations. 


IN YOur 
Is COMMUNITY 
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Stock Companies Exempted 
In SEC Registration Bill 
Washington—Stock 
panies are exempted from Securities and 


insurance com- 


Exchange Commission registration pro- 
visions in a bill which would make cer- 
tain issuers of unlisted stocks subject to 
the financial reporting requirements and 
other provisions of the Securities Ex- 
change Act of 1934. 

The bill as approved by the Senate 
Banking and Currency Committee would 
subject certain corporations to the juris- 
diction of the SEC even if the securities 
of these corporations were not listed on 
stock exchanges. Insurance business rep- 
resentatives had contended that the fi- 
nancial operations of insurance com- 
panies already are closely regulated by 
the states and further regulation by the 
SEC was not necessary. 

Corporations with $10 million or more 
assets and 1,000 or more stockholders 
would be subject to the new requirement. 
According to the terms of the bill, both 
of these elements must be present before 
reporting would be required. In a pre- 
vious version of the bill, the requirement 
would have been $2 million or more 
assets and 750 stockholders, and insur- 
ance companies would have been in- 
cluded. 

In statements submitted in May to the 
Subcommittee on Securities of the Sen- 
ate Banking and Currency Committee, 
the American Life Convention, Life In- 
surance Association of America and 
Health Insurance Association of Amer- 
ica pointed out that regulation of insur- 
ance company securities operations by 
the Securities and Exchange Commission 
is unnecessary because of the existing 
state regulation of the companies. 

The ALC and LIAA said in their state- 
ment that as a result of a long history of 
regulation at the state level, each of the 
states over the years has built up a com- 
system for regulating the 
insurance business and this system is 
considerably more protective than the 
regulations established for ordinary busi 


prehensive 


ness activities. 

The procedures set forth in the bill 
would have required additional expense 
and effort on the part of each insur- 
ance company and the SEC, the HIAA 
said in its statement. Such a proposal 
would superimpose regulation on already 
satisfactory and competent procedures, 
and there could be no justification for 
such expense and effort, the HIAA 
pointed out. 


Acacia Names G. R. McBride 
New Head of Fresno Branch 


Agency Vice President Harry J. Shaf- 
fer has announced the appointment of 
Garrett R. McBride as the new manager 
of Acacia Mutual’s Fresno branch. Mr. 
McBride, who has spent the past 16 
years in management and personal pro- 
duction with two West Coast branches 
in the Mutual of New York organization, 
succeeds Clifton Royston, CLU, who 
recently chose to return to personal 
production. 

Mr. McBride began his life insurance 
career in 1941 with the Stockton, Cali- 
fornia branch of MONY, where he soon 
achieved prominence as a personal pro- 
ducer. He was named an assistant man- 
ager there five years later, 

Since transferring to Fresno in 1950 as 
branch manager, he has become widely 
known in the area both as a recruiter 
and developer of new manpower. Be- 
ginning 1951 with two agents, he ex- 
panded the agency to fifteen full-time 
producers and $4,600,000 in annual paid 
production by 1956. 

A graduate of the Life Insurance 
Agency Management Association school 
in 1950 and the advanced underwriting 
course conducted by the Life Insurance 
Marketing Institute of Purdue Univer- 
sity, Mr. McBride also holds member- 
ship in several fraternal and professional 
organizations, including the Scottish Rite 
Masons and the Shrine. 


Travelers Field Changes 

Fourteen field appointments in life, 
accident and health lines have been an- 
nounced by The Travelers. 

Louis E. Hubbard has been promoted 
to assistant manager at Roanoke, Va. 
He has been field supervisor at Rich- 
mond. 

Seven field supervisors have been ap- 
pointed. They are George E. Wesbey, 
Jr. at Chicago; Donald Haga, Minne- 
apolis; Donald A. Hess, Rochester; 
Douglas R. Learoyd, Vancouver; B.C.; 
David J. Weaver, Jr., Houston, Texas; 
Franklin M. Miller, Des Moines, and 
Robert F. Lindholm, Richmond. 


Ray Wharton has been appointed 
field supervisor at Kansas City. He has 
been at South Bend. 


Marshall N. Wood, who has been agen- 
cy service representative at Springfield, 
Mass., has been appointed field super- 
visor. 

Four agency service representatives 
have been named. They are James L. 
Combellick at Sioux City; R. Paul 
Simonson, Minneapolis; J. Allen Morris, 
Jr. Charlotte, N.C. and John J. Mc- 


Lean, Grand Rapids. 














An nouncing — 





$150 Million in Force in Less Than 5 Years 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 











Eastern Underwrite 

















MANAGEMENT OPPORTUNITY 


A real opportunity for a young man with managerial 
qualifications or experience as agency supervisor. Chance to 
join large, established life insurance agency in New York City, 
representing one of the country’s leading Eastern life insurance 
companies. Attractive income based on salary plus overriding 
commissions on production and supervisory unit. 

All inquiries will be confidential and an interview will 
be arranged at your convenience. When replying, please send 
brief sketch of your educational and insurance background. 
Our present staff is aware of this ad. Write Box 2536, The 
t, 93 Nassau Street, N 





ew York 38, N. Y. 








Licensed in S. C. & Va. 


Officials of Carolina Casualty announce 
that its subsidiary, Carolina Home Life, 
Burlington, N. C., was licensed to do 
business in the state of South Carolina 


and in the Commonwealth of Virginia. 












































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy Benefit |Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
= J Se 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 | 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 

















$5,000 or More; 








ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
(d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 
AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 


CTT 








John M. Hammer Agency of 
Tampa Leads State Mutual 





JOHN M. HAMMER 


The John M. Hammer Agency of 
Tampa, Florida, was the leader for both 
May and June in Ordnary life volume 
among the agencies of State Mutual Life, 
Worcester. The Tampa agency, founded 
by Mr. Hammer eight years ago, had 
over a million dollar volume for May 
and over a million and a half dollars in 
Ordinary life sales for June. 

This two-month record put the agency 
in the number one position at State 
Mutual for the first six months of the 
year. 

The Fred M. Selling Agency, New 
York, continued to lead the company in 
volume of non-can sickness and accident 
business at the end of June. 


Hawaiian Operation 


Of Sun Life Reorganized 


The Sun Life of Canada has reorgan- 
ized its Hawaii branch into two branches 
—Hawaii Honolulu and Hawaii Inter- 
island. 

George W. Bourke, Sun Life president, 
said the reorganization was made ne- 
cessary by the company’s rapid growth 
in the island where its Ordinary busi- 
ness in force now exceeds $100,000,000. 
Credit for this achievement, he said, is 
due to A. V. Fortye, Hawaii branch 
manager since 1934, who continues as 
branch manager in the City of Honolulu. 

Randall A. Pratt has been appointed 
branch manager of the new Hawaii 
Interisland branch, his territory cover- 
ing the three outside islands as well as 
part of the city. Mr. Pratt, with the 
Sun Life since 1947, has been assistant 
manager in Hawaii for the past four 
years. 
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= To Chicago Group Office Merin Heads Albany Ass’n Iowa Life Campaign Advanced by Mass. Mutual 
Arthur J. Merin, CLU, general agent, A new record has been set in Iowa 
Guardian Life, was elected president of Life’s traditional six week midsummer 
the Albany (New York) Association of campaign. General Manager Dean W. 
Life Underwriters to succeed George ]. Mitchell announced that this campaign, 
Chardeen, Metropolitan Life, at the re- which started on June 3 and ended 
cent annual meeting of the Association. July 15, achieved an all-time high with 
Other officers chosen were Harold R. $23,648,000 life business written during 
< ? ‘ ; this period. Previous high year in this 
Fleck, Equitable of Iowa, first vice presi- traditional campaign was 1955 when the 
dent; Herbert D. Freinberg, Prudential, total reached $21,522,000. 
second vice president; Benjamin  Y. Iowa Life was founded in 1945 with 
Brewster, Jr., John Hancock, secretary; home offices in Des Moines. As _ of 
and William G. Fraser, Connecticut Gen- June 1, the company has $293,708,000 of 
eral, treasurer. insurance in force. 








Arthur Johnson 
LAWRENCE J. SULLIVAN 


Massachusetts Mutual Life has ap- 
pointed Lawrence J. Sullivan as Group 
pension representative in its Chicago 
regional Group office. 

In his new capacity, Mr. Sullivan will 
assist agents and brokers in the sale of 
Group pension plans and will provide 
service to policyholders in connection 
with Massachusetts Mutual Group pen- 
sion policies. District Group offices in- 
cluded in the region are those in Minne- 
apolis, St. Louis, Milwaukee, and Peoria, 
and the general agencies served by them. 

A native of Springfield, Mass., Mr. 
Sullivan was graduated from American 
International College and has served 
with the Army in Europe. 


Maccabees’ Annual Report 
Cited by Financial World 











Arthur Johnson 
PHILIP F. JONES 


Philip F. Jones, formerly manager of 
the valuation department, has been 
elected an assistant secretary of Massa- 
chusetts Mutual Life. 

Born in Greenwich, Mass., Mr. Jones 
joined the company in 1923 following 
his graduation from Palmer (Mass.) 
High School. He became assistant 
manager of the valuation department in 
1948 and was promoted to manager in 
1955. During World War Ii he served 
with the Army in the European theater 
and was discharged with the rank of 
staff sergeant. Mr. Jones is an associate 
of Life Office Management Association, 
and a member of the Massachusetts 
Mutual Quarter Century Club. 


Indianapolis Life Makes 
Liberalization Changes 


of President John C. Lehr announces that \ broad liberalization of benefits for 
th The Maccabees of Detroit has won a policyholders and a no of a 
ne merit award for the fifth consecutive anapolis Life became effective ae 
fe, Bg on - annual dhe tig It was award- 3 reg ee - ej eriegees Mh ep — 

ed to the society by the “Financial uehi. Included in the new ts are: 
ed World” in the 5,000 annual reports it 1. Increased dividends on all partici- 
ad surveyed for the competition. pating policies, averaging 10 per cent 
ay The annual report survey conducted caer the previous dividend schedule, = 
: a: y , > “Financiz f ” was the greater increase occurring at older 
na each year by the “Financial World was ; o S 1 ied ubiate hage teekan 

originated to encourage corporations to ages anc on policies” N os ave 

make their reports attractive, interesting wares ever’ longer periods. J 
cy and understandable. They are judged 1 be eerie ate pee Bese Ory 
i from the standpoint of content, typ- a rig eon oor" t hel - eae aa 
1€ ography and format. with the current rate being 3/2 r cen 

he Maccabees public relations de- 3. A liberalized procedure on settle- 

ew partment developed the 1956 annual re- a a caer ttlement of death 
in port along a theme to bring the story of ] age pony ie. ' <2 vvill. ¥ 1: pi 
nt the Society to its readers in an under- claims, the company will refund a pro- 





standable manner. This was accomplish- 
ed by picturing the front cover of the 


Quad 60 & Special 60—Minimum issue $10,000, 
standard & substandard. Refund of all standard 
Annual life premiums paid, if death occurs 


Unique Visual Illustration 
makes selling easier to 
personal and/or business 


portionate amount of any annual, semi- 
annual or quarterly premium paid beyond 


: - the policy month in which death occurs 
insurance Clients. This new liberaliaztion is in addition 


_ os to the post-mortem dividend and the 


payment of interest from the date of 


report as a file drawer. Each page of 
the report is appropriately tabbed to un- 
fold the history of The Maccabees. The 








prior to age 60. 






























































od 7 Le on the report was coordinated by ‘at ‘4, leath to the dat f payment 
4 ) * lati i ) f e nae - 7 Y . ceath to e date oO yayment. 
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Northwestern Mutual 


Centenary 





Stock Purchase Decisions 


Reviewed by N. H. Seefurth 


Milwaukee—In view of the trend of 
Tax Court decisions, doubt was ex- 
pressed whether corporation insurance 
should be irrevocably tied up under the 
provision of a stock purchasing agree- 
ment in a talk by N. H. Seefurth, Chi- 
cago, at the annual luncheon meeting of 
the Northwestern Mutual Chartered 
Life Underwriters held Tuesday at the 
Elks Club. 

Baar a recent decision, Henry E. Prunier 

. Commissioner, decided April 12 this 
year, the Tax Court cast doubt on the 
advisability of using a form of stock 
purc hase agreement whereby corporation 
insurance must be used to purchase stock 
of the insured, Mr. Seefurth pointed out. 
The Tax Court indicated that the pur- 
chase of stock under such circumstances 
had the character of a personal rather 
than a corporate purpose. 

“I see no reason why a corporation 
should not enter into a stock purchase 
agreement with the principal stockhold- 
ers,” Mr. Seefurth told his audience. 
“Nor is there any bar to taking out 
insurance on the lives of key personnel. 
The corporation can use any of its sur- 
plus resources for the purchase of stock 
if there is no question of the rights of 
creditors or stockholders. 

“Likewise, the corporation can pur- 
chase insurance on the lives of indi- 
viduals in whom it has an insurable in- 
terest. I simply raise the question 
whether the two should be tied together 
if that course is going to constitute a 
red flag to the Treasury. If the insur- 
ance proceeds come into the corporation 
at the death of a stockholder, they in- 
crease the cash resources of the corpora- 
tion available to meet all corporate ob- 
ligations. 

“In other words, will the purposes of 
the parties be accomplished without un- 
looked for tax consequences if the use 
of the life insurance is not restricted by 
the stock purchase agreement? My feel- 
ing is in that direction. At least it 
seems to me that it makes a better 
record. In any event, whatever your 
own feelings may be, you should dis- 
cuss the possibilities with your own legal 
counsel and those to whom you look for 
guidance in these matters. 

“As a general proposition, if corporate 
funds are used for the personal benefit 
of stockholders, the latter acquire a tax 
liability along with the benefit. There 
is no doubt about that. Our concern is 
whether a stock purchase arrangement 
wherein the agreement earmarks the in- 
surance for the purchase comes within 
that category. 

“The trend of Treasury and Tax Court 
opinion” Mr. Seefurth said, “is to the 
effect that the dominant purpose of close 
corporation stock purchase plans is to 
benefit the stockholders rather than the 
corporation. The contrary, and I think 
we will all agree the sound, view is best 
set forth in the opinion of the Circuit 
Court of Appeals in the Ameloid case 


(189 Fed. (2nd) 230).” 


D. C. Slichter 
(Continued from Page 4) 


a better tomorrow. Your industry and 
mine is the greatest single source of 
capital in this country because it has 
enrolled over 104 million savers. Savings 
and investment go hand in hand and 
savings through life insurance aid both 
the individual and his economic progress 
and opportunity as well. 

“The future that is to be financed 
starts with you, because without your 
efforts individuals will not plan and de- 
velop well conceived long range financial 
programs that mean security for them 
and capital for the country’s growth. 

“Individuals of responsibility need 
your counsel and direction so that they 
can both save and enjoy the peace of 
mind that well laid plans bring. The 
leaders of today and of tomorrow, too, 
in professional and_ business life need 
our type of quality, individual life insur- 


President Fitzgerald 


(Continued from Page 8) 


you, who devote their full time and 
effort to the study of his needs and uses 
(and find that the time is all too short), 
but from persons providing an omnibus 
of services and presumably in lieu of the 
knowledge which implements your coun- 
sels, will carry check lists on which the 
buyer somehow writes his own ticket. 
If these things were true and if there 
were such a snowballing toward complete 
community of action or collectivization 
in the realm of insurance buying, then 
Northwestern’s basic principles would 
prove inadequate and obviously would 
hi ive to be abandoned. There would be 
little or no room for our idea that indi- 
vidual buyers will still desire and be will- 
ing to pay for, the individual service 
and the individual counsel, about their 
individual families, their individual prob- 
lems and the whole financial complex of 
their whole individual lives which your 
activity entails. 

“Personally, I am not willing to sell 
the value of your services down that 
road, nor concede that the American 
teacher, the American business man, the 
American professional or any other of 
our productive fellow citizens is reach- 
ing the point where he will buy his se- 
curity program by the yard or over the 
counter in the bargain basement. There 
is no secret about the lower cost of 
Group coverages. The chief difference 
lies in the individual attention, the indi- 
vidual service and, let us say, the cre- 
ative salesmanship which the individual 
buyer does not get. Absence of this 
individual service and attention could 
in some instances be very costly to the 
policyholder, and our type of policy- 
holder and prospect recognizes the fact. 

“You are specialists in the applicé ation 
of Ordinary life insurance to the indivi- 
dual problems of American men and 
women. You can start with a package 
sale which resembles a by-the-yard or 
assembly line product. Your real re- 
wards, however—and the magnificent 
performance of a Northwestern field 
force is built upon this incentive—come 
only when you attain the knowledge and 
the understanding to discern the under- 
lying problems of individuals, to dis- 
tinguish between the needs of their 
beneficiaries, to comprehend the rela- 
tionships of their income and property 
holdings and to integrate their solutions 
with all the multiple factors of tax laws, 
public and private security programs, 





ance not cluttered up with costly mer- 
chandising gimmicks. Your efforts can 
be rewarding to this ever expanding 
higher income group and thus can also 
be rewarding to you as well. 

“Financing the Future’ is indeed an 
enticing enterprise to which we in the 
home office welcome the opportunity to 
join with you in the field.” 





BERNARD A. 
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“Let's 


MANHATTAN LIFE 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 








financial and economic trends and the 
personal idiosyncrasies of your clients. 
That is what you get paid for, that is 
what makes your work worthwhile. In- 
deed, I believe many of you would agree 
that the absence of limitations not so 
much on your independence, but on your 
ingenuity and zeal, is the most attrac- 
tive feature of your job. You find ad- 
venture in your calling because you are 
dealing with the unknown. For a simple 
analogy let us look at the scientist. No 
one can tell a scientist what it is that he 
must discover. We may ask him to at- 
tack a specific problem, yes, but the solu- 
tion can never be prescribed. It is 
impossible to order up an invention, All 
we can do is depend on the scientist to 
discover what he can—to achieve all he 
is capable of achieving. 

“It is thoughts like these which some- 
how make me feel, when insurance re- 
searchers talk learnedly about markets in 
terms of statistics and outlets and age 
groups and population ratios, that they 
are all ignoring the main point. These 
are factors to be studied to be sure, and 
they will have greater significance if we 
get to the point where we are simply 
counting sheep, but basically it is as 
clear as day that the Northwestern mar- 
ket is not any of these things; it is you. 
No one can tell you who you are going 
to sell or what you are going to sell. 
We can ask you to consider certain gen- 
eral principles, yes, but we can never 
describe the solutions that you will reach. 
It is impossible for us to order up a 
sale, all we can do is depend on you, the 
agent, to discover what you can—to 
achieve all you are capable of achieving. 

“What is a market? It is a place 
where a buyer with means is brought in 
contact with something he needs or de- 
sires. There can be no store or bargain 
counter where more than the minimum 
needs of the American insurance buyers 
are exposed for them to handle and view. 
I suggest rather that the insurance mar- 
ket with this buyer exists nowhere but 
in your own heads, in the heads of 
dedicated men, trained to fuse the needs 
with the means to produce for the poten- 
tial buyer a burning awareness, where a 
moment hence there was nothing. I don’t 
think that any home office Group spe- 
cialists or jack-of-all-trades  street- 
agents are going to take that market 
from you because, without men like 
you, that market would disappear, it 
would simply cease to exist. 

“Something of Value’ is the title of a 
recent book. Either your service as 
superbly informed specialists in the ap- 
plications of modern ordinary life in- 
surance is something of value or it is 
not. The sentiment would seem to be 
gaining some ground that many Amer- 
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Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, Hospi- 
talization, (Individual or Family). 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 











Joe Thompson Looks Ahead 
To Agent’s Second Century 


Milwaukee—While the second century 
of the Northwestern Mutual “belongs to 
you,” the younger agents, from a sales 
standpoint the second century “is up to 
you,” Joe Thompson, Jr., CLU, special 
agent, Nashville, said. He outlined the 
belief that the building of a solid clien- 
tele of young people is the slow but sure 
way to grow with the future. The 
Northwestern, of all companies, has built 
this philosophy into the quality work of 
its underwriting force. 

“The professional status of the life 
underwriter had grown tremendously 
in the last 20 years, and here in Mil- 
waukee we are dealing in a discussion 
of the next century,” Mr. Thompson 
said. 

“And I would like to remind you that 
in the Northwestern we have a real 
running start toward this superlative fu- 
ture. You know these facts but let me 
recount them for you in the light of the 
professional underwriting idea, 

“Almost one out of every two North- 
western agents qualifies for the National 
Quality Award for lasting business in 
good volume. About one out of six 
agents has the CLU degree, probably the 
largest percentage in the insurance 
world. And, one out of every 9.6 is a 
member of the Million Dollar Round 
Table, certainly tops in the country. 
You are aware of our best testimonial 
—old customers coming back for more. 

“To my way of thinking, this is a 
natural result of the building of a se- 
lected clientele, which is followed by so 
many of our career agents,” Mr. Thomp- 
son said in concluding his talk. 





ican insurance buyers and perhaps some 
insurance sellers are moving in the direc- 
tion where, like the cynic, they see the 
price of everything and the value of 
nothing. To me, as to Dr. Dickey, that 
sentiment thoroughly understates the 
high value placed by the American man 
and woman on his privacy, and those 
individual characteristics which distin- 
guish him from all others, which attest 
to the fact that he is born and lives and 
dies one by one and which set him apart 
as a free and indpendent man. To me 
that sentiment understates the response 
which you will continue to receive when 
you make that person aware that you 
bring not a bag of samples, not a suit 
of clothes on the rack, not a row of pre- 
fabricated houses, but a perception of 
things he is seeking in his own life, 
of questions of importance which he has 
scarcely even formulated, obscure pur- 
poses which escape his grasp like dreams. 
Then, when you turn these vagrant and 
undefined wishes into tangible and intel- 
ligent plans, implemented by the con- 
tracts of this company with their refine- 
ments of one hundred years, you have 
truly created something of value. That 
is one of the most wonderful things in 
American financial history, and there 
has never been anything quite like it. 
We, in the home office, do not believe 
for a minute that either its value or the 
people’s appreciation of its value are 
going to cease to exist. On the contrary, 
we see only an increase in the need and 
demand for such services as long as we 
avoid trying to give or to receive some- 
thing for nothing and continue to dedi- 
cate a life time of effort and future 
centuries to the creation of ‘something 
of value.’ This faith is the foundation 
upon which the effort and program of 
the second century can well be built.” 
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Musical Show on Company’s 
History Proves Big Hit 


Milwaukee—As a climax of Northwest- 
ern Mutual centenary a whopping big 
musical show was staged at the city’s 
massive auditorium. Starting with the 
arrival of emigrants from European 
countries who figured largely in the set- 
tlement of Wisconsin in the covered 
wagon days, it took up the organization 
of the company in Janesville, Wisconsin, 
a century ago and its removal to Milwau- 
kee after two or three years. Story was 
sung, danced and acted by an unusually 
talented cast of 175, all but three or 
four being employes of Northwestern. 
Joyce Potter, possessor of an operatic 
voice and a Broadway personality, is a 
member of clerical staff of a Milwaukee 
general agent. 

A touch of drama was given in a 
scene depicting the Janesville office when 
the company, with a balance of $900, had 
two death claims arrive the same day, 
one for $1,000 and the other for $2,500. 
The situation was met by the North- 
western’s president signing his personal 
note to make sure the claims were paid 
immediately. Growth of the company to 
its present stature was shown in later 
scenes. The music show, called “Shadow 
of a Giant,” was produced by Wisconsin 
Idea Theatre, which is part of the Uni- 
versity of Wisconsin’s Extension Divi- 
sion. It found no difficulty in recruiting 
the cast from Northwestern Mutual tal- 
ent. Specially effective and original mu- 
sic was written by Ralph Herman, musi- 
cal director, American Broadcasting Co: 
New York. Book and lyrics were writ- 
ten by Julius Landau. 

After conclusion of dramatic scenes 
in the company’s early history the atmos- 
phere changed through presenting hu- 
morous skits in actuarial, medical and 
sales divisions of present home office. 
Among those attending the performance 
was Mayor Frank Zeidler of Milwaukee. 
The cast got an ovation. 


Wammack Tells How He Uses 
The Insured Savings Plan 


Milwaukee—In many instances, the 
Insured Savings Plan is the answer to 
warm the cool prospect, said H. M. 
Wammack, Jr., special agent, Los An- 
geles. 

“For the past seven years we North- 
western Mutual agents have had this 
plan for our own personal use,” he said. 
“This plan will consistently ‘and posi- 
tively knock the chill out of the eyes 
of a cool prospect when used at a range 
of five feet or less. It is a method of 
distributing life insurance on a perma- 
nent basis which sounds good to the 
cautious prospect. I am not suggesting 
we use this proposal form to the exclu- 
sion of everything else, but if you 
haven’t used it, there is a big surprise 
Waiting for you. 

“T like to recommend it because people 
buy it. I have found that many a cool 
‘No Thank You’ has changed to a warm 
‘Yes’ when I have had an opportunity 
to explain the insured savings plan. Peo- 
ple like to save money and I am con- 
vinced that life insurance offers them 
the best method to accumulate money. 

“The second reason I like the plan is 
that I can become enthusiastic about it. 
Just reading off the figures out of the 
handy rate card for the prospect to fill 
in the form gets me excited. 

“The third reason I like the insured 
savings plan to warm cool prospects is 
that when properly used, it gets the 
prospect used to following my direction 
and makes the sale easier. The plan 
arouses the interest and kindles the fire 
and that’s what it takes to get the pros- 
pect going. 

“When the prospects become policy- 
holders, I continue to drop around and 
see my clients and get new leads. I can 
also go back to these people and do a 
planned incomes when I have a little 
more time. I’m convinced that an agent 
can sell all the insurance he wants just 


Finkbinders Tell of 


Northwestern Legacies 
Milwaukee—Three members of the 
Finkbiner Co., general agency at Phil- 
adelphia, discussed “Northwestern Lega- 
cies” at the general meeting Wednesday 
morning at the Riverside Theater. They y 
were A. C. F. Finkbiner, CLU, pe 
A. C. F. Finkbiner, Jr., CLU, general 
agents, and David McCahan, Jr., CLU, 
special agent. 

They appraised their Northwestern 
Legacies and explained in common with 
all these father-and-son and sons-in-law 
teams experiences, conviction and moti- 
vation which have influenced their 
Northwestern careers, after diversified 
life situations of each before they be- 
came agents. 

In a conversational way, Mr. Fink- 
biner started a personal discussion with 
his son and his son-in-law individually 
to probe the background of the circum- 
stances that brought them into life insur- 
ance selling and why they chose the 
Northwestern Mutual as their company. 

“Our Northwestern Legacy influenced 
each of us in our decision to come into 
the business, and in each instance it evi- 
denced itself as a factor in buving life 
insurance, ” the senior Mr. oe 
said. “We all first became poticyholde 
and then our career opened up for us. 

“Franchises for Northwestern Agents 
in the Philadelphia areas have proven 
to be valuable, and the career of life 
underwriting has brought our assovates 
rich rewards. An objective study of our 
agency operations shows how few p: -ople 
seek, of their own initiative, the life in- 
surance business. 

“In a sense, we offer this Northwestern 
legacy which has proven so valuable to 
so many of us to any and all comers who 
can qualify. Yet they do not eat a path 
to our doors. I have the feeling that life 
underwriters enjoy a prestige not dis- 
cernible by the public generally,” Mr. 
Finkbiner Sr. said. 

“My prediction is that those who come 
after us will boast of their Northwest- 
ern legacy and that father and sons and 
sons-in-law teams will continue to grow 
and grow. tat because your father was 
not an agent of the company, is no rez A- 
son why your son may not boast of 
being one.” 





Ostheimer Talk 


(Continued from Page 5) 


earn substantial commissions from Group 
insuré ince in the years ahead, especially 
in major medical insurance. It is a 
cinch that pension and profit sharing 
plans are here to stay. However, except 
for very small cases, I think trusteed 
plans and deposit administrative plans 
and split funding arrangements are gain- 
ing in popularity and average agent can 
not sell or service those arrangements 
satisfactorily. This leaves individual 
policies for the very small cases and 
Group annuities, Group permanent and 
guaranteed issue for the small and medi- 
um sized cases. All of these will become 
more competitive and a much _ higher 
level of service will be required if the 
agent is to stay in this business. This 
is because the big consulting and actu- 
arial firms are rapidly becoming much 
more aggressive and competitive in order 
to increase sharply their value of busi- 
ness as their margins on the hitherto 
more profitable type of business fall 
off.” Another statement he made was 
this: “No one knows how long our 
securities market will make the work 
of our trust company friends so easy, 
comparatively speaking.” 





by using the insured savings plan. It’s 
permanent coverage and you will make 
money while your client will be saving 
money as he should be. It’s a way for 
the newer agent to get rolling in a hurry 
and opens new avenues for the older 
agent.” 





“MUTUAL BENEFIT LIFE 
PRESENTS 
THE FINEST POLICY 
EVER WRITTEN" 

Development of this new policy is 
another example of Mutual Benefit 
Life's company policy—to provide 
the finest, most liberal life insurance 
... in the most understandable, use- 
ful form ... and in the most salable 
"package" from the broker's standpoint. 

Not available in Massachusetts. 
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Estate Planning More Than 


Tax Savings—Miss Cleary 
North- 
and former pres- 
of Bank Women of 
cussed estates in a talk before 
western 


Milwaukee—Catherine Cleary, 
western Mutual trustee 
ident America, dis- 
North- 
Tuesday. 
Too often, in her opinion, is estate plan- 


field convention here 


ning regarded as simply a device to 


Commenting about her fav- 
orite theme in this field she said: 


Save taxes. 


“People come first. Saving taxes is 


wonderful, but the most important thing 
is to have a plan that does what you 


want for the people you love. In most 


estates today you and I can save our 
clients taxes through planning, but 
equally important is being sur > the 
money goes to the right people at the 
right time and that these people have 
help in handling this money if they 


need it.” 

Miss Cleary said a great concern of 
parents with moderate or large es‘ates 
today is to teach their children. esp2- 
cially their daughters, how to handle 
money wisely. Continuing, she said, “I 
can’t tell you how many mothers and 
fathers of college-age daughters ask for 
help in figuring out how to interest and 
educate those girls in the prudent invest- 
ment and use of money. To me the 
answer to this question is a great chal- 
lenge to all financial institutions. We in 
the insurance field have done a little in 
finance forums for women and quit? a 
bit in personal conferences with our 
customers and_ beneficiaries, but the 
need has not yet been fully met.” 


Some “Hot” Situations 


“Executive deferred compensation is 
certainly one of our hotter areas as well 
as one of the most dangerous. Some 
of our starry-eyed friends are apt to be 
brought up short when taxing authorities, 
the courts and Congress begin to scruti- 
nize some of the more novel procedures 
that are now being invented. Will our 
great insurance companies avoid being 
identified too closely with the origina- 
tors of some of these schemes? Never- 
theless, certain areas in this field can 
be worked successfully by relatively 
conservative advanced underwriters with- 
out real risk to their professional repu- 
tz tions. 

“Agents should have a greater annpre- 
ciation of the business they are in. I 
believe it is finest in the worl Id with 
absolutely nothing like it anywhere. No 
other business, profession or vocation 
guarantees to an individual regardless of 
his heritage, education, or any other 
factor, that he can be his own boss and 
without. any invested capital whatever 
can be compensated at the precise rate 
which he himself is worth—no more, no 
less, and no limits on his capacity to 
earn.” 

The three separate Ostheimer com 
panies employ 110 people, including five 
Fellows and one Associate of Society of 
Actuaries, six lawyers, a CPA and many 
organized technicians. Total income from 
commissions and fees approximated a 
million and a half last year and Mr. Ost- 
heimer calls total expenses massive. 
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$20,000 to 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 


WHITE & 
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INC. 
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Phone: MUrray Hil 


General Agents 
The UNITED STATES LIFE 
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Made Assistant Actuary 
of Equitable of Iowa 





ARTHUR C. 


CRAGOE 


Arthur C. 
of Equitable Life of Iowa has been ad- 


Cragoe, actuarial supervisor 


vanced to assistant actuary, it was an- 
nounced by F. W. 


Mr. Cragoe joined the company as an 
actuarial clerk in 1950 following a year 
of gré iduate work after earning his bach- 
elor of science degree, with honors, from 
the University of Wisconsin. In 1956°he 
was named actuarial supervisor. 

Mr. Cragoe is a fellow in the Society 
of Actuaries, having successfully com- 
pleted the last of his actuarial examina- 
tions this past June. 


Hubbell, president. 
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Mutual Benefit Life’s Plan For 
Big Field Meeting August 14 to 17 


General agents and agents of Mutual 
Life, Newark, N. J., will meet 
at the Greenbrier Hotel, White Sulphur 
Springs, W. Va., August 14-17 for their 
1957 annual meeting. 

The three-day program will be based 
upon the developments within the com- 
pany during the past 30 years. In 1927 
the company moved into its present home 
office at 300 Newark; in 
September it will move into its new 20- 
story home office at 520 Broad Street in 
Newark. Thirty years ago the company 
established qualifications for agents’ at- 
tendance at the first national meeting 
which was held in the present home 
office. Meeting Chairman H. Douglas 

Palmer, director of agencies, will set the 
iat of the meeting by using a large 
backdrop map of the United States to 
trace the economic growth of the nation 
and of the company during the past 30 
years. 

Principal Speakers to be Heard 


In addition to company officers, agents 
and general agents, two distinguished 
outside speakers will address the field- 
men: Dr. Solomon S. Huebner, president 
emeritus of American College of Life 
Underwriters, and Dr. Kenneth McFar- 
land, educational consultant for General 
Motors and a nationally known speaker. 

On Thursday morning all representa- 
tives with over 30 years’ service with 
the company will be invited to a break- 
fast meeting where they will hear Joseph 
G. Weill, Louisville, the longest service 
agent; C. Carroll Otto, Detroit, longest 
service general agent; H. Bruce Palmer, 
company president; and James P. Moore, 
Jr., vice president and comptroller. 

At the same time another breakfast 
meeting will bring together past and 
present members of the company’s Squab 
Club which each year includes agents 
with the leading first year production 
records. This meeting will be addressed 
by Harold M. Covert, Jr., Philadelphia 
agency, who was a member of the first 
Squab Club, Vice President in Charge of 
Agencies Charles G. Heitzeberg, CLU, 
Director of Agencies Wilbur E. Hintz, 
Gordon Little, Baltimore agency, who 
was the 1956 Squab leader, and Karl B. 
Landt of the Salinger-Wayne agency, 
New York, and 1957 earnings leader 
among the new agents. 

H. Douglas Palmer, meeting chairman, 
will open the business sessions, after 
which Company President H. Bruce 
Palmer will welcome the fieldmen. Dr 
Huebner will discuss the “Human Life 
Value and Life Insurance” after which 
a panel of million dollar producers he 


Benefit 


Broadway in 


discuss the value of Million Doll: 
Round Table qualification. Panel mem- 
bers vil be William T. Earls, CLU, Cin- 


cinnati general agent and former ch: uir- 
man of MDRT; Kenneth R. Bentley, 
Danville general agent; John Mulock, 
Miami; Harold M. Covert, Jr. of Phila- 
delphia; Ralph Szabo, CLU, of New 
York-Huber, and Clyde E. Davison, Cin- 
cinnati. The 1956 company leader, Max 
M. Matson, Cleveland, will describe his 
career with the company during the past 
quarter century. 

On Friday morning Dr. Huebner will 
address a breakfast meeting of company 
Chartered Life Underwriters. Others 
who will speak at the CLU meeting in- 
clude: George D. James, Jr., CLU, 
Albany; Philip J. Foster, CLU, Man- 
chester; Louis Fish, CLU, Peoria; Paul 
W. Cook, CLU, Chicago general agent; 


Roland G. Holmgren, CLU, Newark; 
William R. Weatley, Jr., CLU, Cincin- 
nati; Charles R. Gibbs, CLU, ‘Los An- 
geles; and Alfred J. Lew allen, CL; 


Miami general agent. 


Panel of Vice Presidents 


A panel of home office vice presidents 
moderated by President Palmer will dis- 





“30 Years of Company Steward- 

Panel members are Vice Presi- 
Harry W. Jones, Vice President 
Counsel John J. Magovern, Jr., 
Vice President Charles G. 
Heitzeberg, CLU, Vice President and 
Comptroller James P. Moore, Jr., and 
Vice President William F. W ard. 

Following the panel of company offi- 
cers there will be four round tables on 
“Business Insurance and Estate Analysis 
in Today’s Market.” Moderators are: 
Paul W. Cook, Chicago general agent; 
John H. Ames, CLU, New York-Young- 
man; Richard M. Baker, Los Angeles; 
Alex M. Knz upp, CLU, Baltimore general 
agent; William T. Larsen, CLU, New- 
ark; Edward P. Warren, Cleveland; 
Solomon Huber, CLU, New York gen- 
eral agent; Harwood J. Tibbits, Spokane; 
Albert C. Droste, Chicago-Cook; John 
O. Wilson, Seattle general agent; Sidney 
Weil, Cincinnati; and Thomas A. Card, 
CLU, Cleveland. 

After the round tables Dr. Kenneth 
McFarland will speak on “The ‘U’ in 
InsUrance,” followed by Detroit General 
Agent C. Carroll Otto. On Friday eve- 
ning the company’s leading agents will 
be honored at the annual awards ban- 
quet. 

On Saturday morning Mutual Benefit 
agents who have qualified for the Million 
Dollar Round Table and those who had 
written over $400,000 by June 30 will 
meet at a Million Dollar Round Table 
breakfast to hear Vice President in 


cuss 
ship.” 
dent 
and 
Agency 


Charge of Agencies Charles G. Heitze- 
berg, Company President H. Bruce 
Palmer, Cincinnati General Agent Wil- 
liam T. Earls, Chicago “General Agent 
Paul W. Cook, John Mulock, Miami, 
president of the company’s National 
Associates, composed of the top 25 
agents, and Burt L. Bershon, Toledo, 


first time MDRT qualifier. 

At the same time all company super- 
visors will be invited to another break- 
fast. Speakers at the supervisors’ break- 
fast will be Wilbur E. Hintz, director 
of agencies; Thomas J. Munn, director 
of field supervision; James P. Carr, New 
York-Rosenbaum; Merritt A. Birch, Bal- 
timore; Herbert W. Humber, CLU, San 
Francisco; Charles E, Reynolds, Jr., Nor- 
folk; R. Clark Bisbee, Parsons- Monroe; 
W illiam Kyle Hardesty, Houston; 
Charles J. Meldane, Cleveland; Stanley 
Rowen, New York-Nashem; and Edward 
Blaine Ray, Louisville. 

Following the breakfast meetings 
Robert C. McQueen, director of Group 
insurance, will describe the latest de- 
velopments in the company’s new Group 
operation. Gordon Hull, director of sales 


services, will moderate the panel on 
Selective Group Merchandising. Partici- 
pants will be Newell D. Crawford, 
Columbia, S. C., general agent; Jack J. 
Gold, Miami; Graham M. Leupp, San 
Francisco; and James F. Toal, New 


York-Rosenbaum. The panel on the use 
of the Analagraph in successful life 
underwriting will consist of Louis Fish, 
Peoria, moderator; Charles R. Gibbs, 
Los Angeles; Hamilton Gardner, Indi- 
anapolis; John R. Doster, Jackson; and 
Dave A. Bardes, San Francisco. 

A group of the company’s outstanding 
new agents will describe the pattern of 
early success in the life insurance busi- 
ness. They are Gordon Little, Balti- 
more; Stanley Lampert, New York- 
Huber; John O. Boner, Indianapolis; 
Herbert M. Hoddinott, Detroit. The 
panel will be moderated by Francis L. 
Merritt, CLU, director of training. The 
meeting will be concluded by Vice Pres- 
ident in Charge of Agencies Heitzeberg. 


ERNEST G. HATCH DEAD 


Ernest G. Hatch, 85, who served as 


manager of the Buffalo, N. Y. office of 
the John Hancock for 40 years, died 
recently. He was associated with the 


insurance firm 50 years, 


SHERMAN S. LUDDEN 


Two key home office appointments 
have been made by State Mutual Life, 
Worcester. Sherman S. Ludden, former- 
ly manager of policy service, has been 
named a full time staff member of a 
new company committee, products de- 
velopment. Richard R. Summa, assistant 
manager, policy service department, has 
been advanced to manager of that de- 
partment and given the rank of an offi- 
cer in the company. Both changes were 
announced by H. Ladd Plumley, pres- 
ident. 

Mr. Ludden, an officer of State Mutual 
since 1948, has been with the company 
since 1926 when he graduated from 
Worcester public schools. A native of 
that city he has been a city councilman 
for several years. In his new assignment 
he will become part of the office of 
planning and research which is a division 





RICHARD R. SUMMA 


reporting directly to the president. He 
retains his title of assistant secretary. 
The new committee, products develop- 
ment, has been formed for the purpose 
of developing and recommending prod- 
ucts to be marketed in the field of life 
insurance and annuities on individual 
lives. 

Mr. Summa, at age 30, is the youngest 
officer at State Mutual. A 1949 grad- 
uate of Drake University with a degree 
in business and a major in actuarial 
science, he is a native of Rockwell City, 
Iowa and a World War II Navy veteran. 
He has been with the State Mutual for 
eight years and is active in Worcester 
music circles. He is a member of Sigma 
Alpha Epsilon and Delta Sigma Pi. 
In his new promotion he will head re- 
sponsibility for all home office relation- 
ships with policyholders. 





Leaders of Mass. Mutual 


Get Awards at Saranac 


Representatives of 21 agencies from 


seven Eastern states attended the East- 


ern Regional Conference of Massachu- 
setts Mutual Life recently at Saranac 
Lake, N. Y. Vice President Charles H. 
Schaaff, CLU, delivered the main ad- 
dress, other speakers including A. Jack 
Nussbaum, president of National Asso- 
ciation of Life Underwriters and a 


Massachusetts Mutual representative in 
Milwaukee; Second Vice President Ken- 
neth W. Perry, CLU; Walter S. Rob- 
bins of Hartford and Hillard J. Aronson 
of Springfield, Mass. 

A panel discussion of “Underwriting 
Unwrapped,” moderated by Dr. Thomas 

Sexton, medical director, and semi- 
nars on business insurance, the Group 
and professional markets, programming, 
package selling, and selling to students 
were conducted. 

Presentation of annual awards by the 
company highlighted a banquet on the 
opening night of the convention. Ralph 
E. Lowenberg of the Keane Agency, 
New York City, won the award as com- 
missions leader for 1956, and Kermit 
A. Smith, Barre, Vt., received the lives 
leader citation. 

Awards for outstanding Ordinary life 
insurance production were announced for 
Howard B. Miller, CLU, Springfield, 
Mass.; Paul L. Paulsen and Burton B. 
Resnick, Hartford, and John E. Mann, 
CLU, Albany. Company service awards 
were presented, for 35 years, to Henry 
W. Hays, CLU, Rochester; for 30 years, 
to Lloyd C. Saunders, Providence, R. I.; 


and Ralph E. Lowenberg, New York 
City; and for 25 years, to Walter Van 
der Wolk, CLU, and George M. Galt, 


Springfield; Roland J. Burson, Roches- 
ter; and Fred A. Ditmars, Newark, N. J. 


Bankers of Iowa Report on 
President’s Month Campaign 


Bankers Life of Iowa reported $37,500,- 
647 of written, examined and_ paid-for 
Ordinary life insurance during its June 
President’s Month campaign. This fig- 
113.6% of the special quota set for 
the biggest 
history of 


ure, 
the campaign, represents 
President’s Month in the 
3ankers Life. 

Enough of this written business reach- 
ed the home office in time to result in a 
regular annual statement issued and 
paid-for Ordinary production for June 
of $20,303,218. Group production for the 
month amounted to $21,263,647 for a 
month’s total of $41,566,865, an increase 
of nearly $20 million over the same 
month last year. 

New business issued and paid-for for 
the first six months of 1957 totaled $222,- 
572,334, an increase of more than $84% 
million over the same period last year. 
Of this total $103,513,779 was Ordinary 
insurance and $119,058,555, Group insur- 
ance. 

Total insurance in force in Bankers 
Life had reached a new high of $2,803,- 
300,010 by the end of June. Of this total 
$1,677,131,268 was Ordinary insurance and 
$1,126,168,742, Group insurance. 

R. F. Stickler of the Madison agency 
wrote the highest volume of qualifying 
business during the President’s Month 
campaign. He wrote a total of $476,500 
to lead the entire field force. 


Others listed among the leading ten 
salesmen are: J. R. Purse, Denver; Loyd 
Lewis, Denver; G. W. Dahlgren, Los 
Angeles; S. D. Flanz, Houston; R. S 


Angeles; H. B. Dahlberg, 
San Antonio; R. H. Hall, Omaha; R. 
E. Mansfield, Los Angeles; and D. R. 
Meredith, Des Moines. 


Dunlap, Los 
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Ludwig, Robinson and 
Proctor Win Promotions 


IN U. S. LIFE’S AGENCY DEPT. 


Take New Assignments Respectively as 
Home Office Directors of Training, 
Research and Promotion; Their 


Careers 


A steadily growing agency force as 
wel as significant sales increases by the 
United States Life has necessitated three 
promotions in the home office 
staff, Executive Vice President 
Weaver announced this 


agency 
John 
week. Those 





Jack Landess Co., Inc. 
KENNETH J. LUDWIG 


promoted include Kenneth J. Ludwig, 
Lewis P. Robinson and Roy V. Proctor. 

Mr. Ludwig was made director of 
training in the Ordinary agency depart- 
ment. A graduate of St. John’s Univer- 
sity, he has served the company two 
years as assistant superintendent of 
agencies in the East. Before that, he 
was a successful personal producer for 





Jack Lend ss Co., Iie. 


PROCTOR 


ROY V. 


the United States Life, the Travelers 
and Connecticut General. In World War 
Il Mr. Ludwig was an Air Corps pilot. 

Heading the merchandise development 
program will be Lewis P. Robinson, who 
has been appointed director of research. 
Mr. Robinson has supervised the com- 
pany’s brokers during the past two years. 
Previously he had many years of broker- 
age experience with The Prudential 
where he specialized in estate analysis 
work. He is a graduate of Bucknell 
University. 


Another recent appointment is that of 
Roy V. Proctor to be director of pro- 
motion. In this capacity he supervises 
all advertising, publicity and promotion 
for the company. A Purdue University 
graduate, Mr. Proctor has had 10 years 





Jack Landess Co., Inc. 
ROBINSON 


LEWIS P. 


of experience in the communications 
field—seven years with the Pacific Mu- 
tual Life where he was home office man- 
ager of sales promotion. 


Provident Mutuai Life 
Host to Workshop Group 


Provident Mutual Life, Philadelphia, 
was host recently to twelve members of 
the University of Pennsylvania’s sum- 
mer workshop for education in family 
finance. The group visited the company 
on July 16, accompanied by Mary Carter, 
workshop consultant. 

Following luncheon with Provident 
Mutual President, Thomas A. Bradshaw, 
the company’s secretary and treasurer, 
Sewell W. Hodge, showed the guests the 
financial vault where over $750,000,000 in 
securities held in reserve are stored. A 


question and answer period with Dr. 
Paul H. Langner, medical director fol- 
lowed. C. Gordon Ferguson, director 


of sales led a discussion on personal 
pl: inning services. In his discussion, Mr. 
Ferguson emphasized the importance of 
insurance tailored to the individual needs 
of a client. 

The workshops are sponsored by the 
National Committee for Education in 
Family Finance and are graduate teacher 
training programs. Held at leading uni- 
versities throughout the United States, 
they are part of a long range program 
to prepare the nation’s students for the 
future management of their personal and 
family finances. The program began 
with the establishment of the National 
Committee for Education in Family Fi- 
nance in 1947 and has since achieved na- 
tional recognition. This is the fourth 
year that Provident Mutual has enter- 
tained members of the workshop group 
of the University of Pennsylvania. 


Mortality Record 

During the first half of the year, the 
nation’s 106,000,000 life insurance policy- 
holders appear to have had a_ good 
health record, with a death rate very 
near the all-time low level of 1956, ac- 
cording to the Institute of Life Insur- 
ance. 

Tuberculosis is reported to have shown 
continued improvement in the death rate 
and reductions were shown in accident 
fatalities and deaths from diabetes, dis- 
eases of childhood, influenza and pneu- 
monia. There were offsetting rises in 
death rates from cancer and the diseases 
of the heart and circulatory system. 





Is your client's LIFE 


in your hands? 


Why let your clients go to someone else for life insurance... 
when you can handle it for them? 


Your Life Department offers you, the general insurance man, 
all the advice, specialized service, sales and promotion assist- 
ance you will need to sell life insurance profitably. It’s as 


simple as that. 


For complete information on your Life Department, just call 
our local office today. Or write Connecticut General Life 


Insurance Company, 


LIFE *« ACCIDENT -+ 


HEALTH + 


Hartford, 15. 


GROUP 


€eSss CONNECTICUT GENERAL 





Occidental Life Group Seminar 


Introduction of new Group plans, re- 
view of company products, discussion of 
sales techniques and reports on the out- 
look for Group 
lighted the 1957 Group seminar held re- 
cently by Occidental California. 
Fifty-five Occidental 
field leaders from all parts of the United 
States and Canada attended the seminar 


insurance sales high- 
Life of 


Group insurance 


in Pasadena, Cal. 
“Active participation in 
sessions by fieldman and home office per- 


the various 


sonnel led to a most stimulating and re- 
warding seminar,” said Herbert D. 
Eagle, vice president in charge of Group 
sales and service. 

Fifteen workshop sessions were held 
to discuss all phases of Occidental’s 
Group operations. Panels composed of 
home office personnel and fieldmen con- 
ducted the workshops. The key subjects 
of quality sales and service through prod- 
uct knowledge and motivation were fea- 
bi 

Today, as never before, we must excel 


in our profession” was the seminar 
theme. Following the official welcome 
by Vice President Eagle, Occidental 
President Horace W. Brower addressed 
the group. 

Agency-group relationship was dis- 


President William B. 
Vice President C. H. 
Tookey told of Group insurance trends. 
Vice President J. P. Dandy spoke on 
“Profit Side of the Ledger.” 

Introduced at the seminar was Occi- 
dental’s new time-loss plan for small 
employer groups. Called “3D,” the plan 
offers a maximum $60 weekly benefit 
and an exclusive executive “2 & 5 Year” 
feature. The optional “2 & 5 Year” fea- 
ture provides a special $100 weekly time- 
loss benefit for employes under age 64 
with $160 or more basic weekly earnings 
and is payable for a maximum of two 
years for sickness and five years for 
accident. 


cussed by Vice 
Stannard and 


Group Service Manual 


Also revealed at the seminar was the 
company’s new Group service manual. 


The new manual “represents a forward 
step in the servicing of Group business,” 
reports Reno D. Carter, director of 
Group service oper: ations. Se -parate forms 
designed for the different types of Group 
case administration along with a com- 
plete set of instructions for completing 
a service report are included in the new 
manual. 

Information about recruitment proce- 
dures is contained in the new recruit- 
ment manual which was also introduced 
at the seminar. It is a guide to the 
proper screening and selection of field 
representatives. 

Winners in the company’s third an- 
nual Group achievement awards com- 
petition were announced at the seminar’s 
closing luncheon. 

Allen L. Creitz of Chicago 
the Grand Quality Award plaque. Win- 
ners in the southern and western divi- 
sions were Alvin G. Loop of Houston 
and Frank V. Stolze of Los Angeles. 

Runners-up in each division received 
pg certificates. They were William 

Hassell of Dallas, Thomas R. Martin 
of Sacramento and Maurice Machanich 
of Cleveland. 

Performance during 1956 was the basis 
for determination of the winners. 

Awards were presented by Norman R. 
Wagner, director of Group sales opera- 
tions. Mr. Wagner won the 1955 Grand 
Quality Award. 


received 


LEADS EQUITABLE SOCIETY 
Abraham Harris, 1956 National Honor 
Agent Tops Field Forces for 
First Six Months 


Abraham Harris of the J. V. Davis 
agency, 1956 national honor agent of 
the Equitable Society, led the entire 


field forces of the Society for the first 
six months of this year in both Ordinary 
and combined production. This impres- 
sive sales achievement fully qualifies him 
for the company’s $2,500,000 Club and he 
is better than pro rata for the Five Mil- 
lion Dollar Club. He is also a member 
of the Equitable’s Group Millionaire's 
Club and a member of the Million Dollar 


Round Table. 
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In a quiet house in Lynn, Massachusetts, in 1889, an old woman 
lay waiting for death. ‘Well,’ she said in amused wonder, “‘if 
this is dying, there is nothing very unpleasant about it.”’ And 
the book closed for one of the most remarkable of the many 
remarkable women America has produced. 

Her story began on a night very long ago when, as a Quaker 
girl in Nantucket, Maria Mitchell discovered a comet—and got 
a gold medal worth 20 ducats from the Danish King. 

Overnight she became a celebrity. But many people, wedded 
to the popular notion of woman as a “household ornament,” 
regarded Maria as an unwelcome phenomenon and her discovery 
as only an accident. 

That was because they didn’t know Maria Mitchell. At 12 she 
could regulate a ship’s chronometer; at 17 she understood 
Bowditch’s ‘Practical Navigator” and was studying science in 
self-taught French, German and Latin. In time she would 
become the first woman member of the American Academy of 
Arts and Sciences, the first woman astronomy professor—in 
Matthew Vassar’s Female College—and a member forever of 
New York University’s Hall of Fame. 

Moreover, all her adult life she was to work with growing 
success in the crusade to make American women free. 

No one these days would question the rewards of Maria 
Mitchell’s crusade. Women today enrich every level of public 
life. And, in family life, they guard financial security two times 
7. , out of three. One reason, probably, why their families have more 
THE Un LADYLIKE BEHAVIOR _ $40,000,000,000 saved—in guaranteed-safe United States 

Savings Bonds. 

. : ie Women know there is no safer way to save. Trust them. 

OF Mare MircHELL Through Payroll Savings or at your bank, start your Bond pro- 
gram, too. Today. 
Now Savings Bonds are better than ever! Every Series E Bond 
purchased since February 1, 1957, pays 344% interest when held to 
maturity. It earns higher interest in the early years than ever before, 
and matures in only 8 years and 11] months. Hold your old E Bonds, 
too. They earn more as they get older. 
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HEARD On The WAY 











Catherine Greenway Cox, daughter of 
Berkeley Cox, general counsel, Aetna 
Life, and Mrs. Cox, was married to 
Philip Reeves Reynolds of Danbury, 
Conn., at Asylum Hill Congregational 





Burian Moss 


REYNOLDS 


MRS. PHILIP REEVES 


Church in Hartford on July 20. The 
bride is a graduate of Chaffee School 
and of Sweetbriar College. During the 
past year she has been doing graduate 
work in the Institute of Local and State 
Governments at University of Pennsyl- 
vania. She is a member of the Cotillion 
Club and the Junior League of Hart- 
ford. 

Mr. Reynolds is a graduate of Phillips 
Academy, Andover and Yale University. 
He served with the United States Army 
Engineers in Korea and is in the invest- 
ment department of the Travelers Insur- 
ance Co. 


Pru Benefit Payment for 
Six Month at All-time High 


The Prudential Insurance Co. announc- 
ed this week that its benefit payment 
to policyholders and their beneficiaries 
throughout the United States, Canada 
and Hawaii during the first six months 
of 1957 totaled $610,641,000, an all-time 
high. 

This exceeds by more than $89,700,000 
the amount paid out during the similar 
1956 six-month period and includes all 
types of claim payments, dividends, an- 
nuities and other insurance benefits. 


New York City Ass’n To 
Move To 185 Madison Ave. 


The Life Underwriters Association of 
the City of New York will move from 
its present offices, 237 Madison Avenue, 
to larger quarters at 185 Madison Avenue 
on September 3. Bernard A. Haas, gen- 
eral agent for Manhattan Life, and Jack 
Manning, executive manager of the New 
York City Association, are designing the 
layout and decor of the new location. 
The telephone number will remain the 
same, MUrray Hill 5-4473. 


Mannings on Vacation 


Mr. and Mrs. Jack Manning and their 
daughter, Carol Meredith, are vacation- 
ing at Wilmington Island, Savannah, Ga. 
Mr. Manning is executive manager of 
the Life Underwriters Association of the 
City of New York. 


Time Loss Plans for 
Small Employer Groups 

OCCIDENTAL LIFE OF CALIF. 

Has Special $100 per Week Benefits to 


Maximums of 2 Years for Sickness, 
Five Years for Accident 





A “new dimension” has been added to 
time-loss plans for small employer 
groups with the introduction of special 
coverage for executives, Herbert D. 
Eagle, vice president in charge of group 
sales and service for Occidental Life of 
California, has announced. The coverage 
for executives is available with Occi- 
dental’s new small package plan called 
oo ii 


The “3D” plan was introduced to the 
field force at the company’s recent 
group seminar in Pasadena. The plan’s 
unique executive “2 & 5 Year” feature 
provides a special $100 weekly time-loss 
benefit for employes under age 64 with 
$160 or more basic weekly earnings. 
This benefit is payable for a maximum of 
two years for sickness and five years for 
accident. 

Groups 10-50 Employes 

Designed especially for groups of 10 
to 50 employes, four basic plans are of- 
fered under “3D” with a maximum $60 
weekly benefit. Two plans are graded by 
salary with weekly benefits from $25-$50 
and $30-$60. Any one of the plans may 
be selected to cover benefits for a maxi- 
mum of 13, 26 or 52 weeks. 

Basic benefits begin on the first day 
of hospitalization for accident or sick- 
ness and first day accident and eighth 
day sickness if not hospital confined. 
3enefits of the optional executive “2 & 
5 Year” feature may commence on the 

« 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








Home Life, N. Y. Announces 
Major Medical Policies 


The Home Life of New York announc- 
ed a new line of expanded major med- 
ical coverages at the recent annual 
meeting of its Group sales organization 
in Princeton, N. J. Full details of these 
new contracts appear in the A. & H. 
section of this issue. 





same day as the basic plans or the em- 
ployer may elect waiting periods for 
both accident and sickness of 30, 60 or 
90 days. 

Another feature of the plan is that an 
accidental death and dismemberment 
benefit of $1,000 may be optionally added 
on a 24-hour basis for those industries 
qualifying. For other industries, this 
coverage is written on a non-occupa- 
tional basis. 

“By offering this optional coverage for 
executives and plans graded by salary, 
we feel the ‘3D’ plan presents a realistic 
approach to the needs of any small em- 
ployer group,” Vice President Eagle said. 
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Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS... 
__ LIFE* ACCIDENT & SICKNESS 
6) HOSPITALIZATION GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . . loaded with advantages you can 
get your teeth into — and really S-E-L-L! 





fe 
a4 : \ 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING ... We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. .«W This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del « Riel Olympia 4-2474 
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Joins First Colony Life 

Hinton B. Hoffler has joined First Col- 
ony Life as assistant agency manager 
in the Portsmouth, Va., agency. This 
announcement was made from the First 
Colony home office in Lynch >urg, Va., 
by Roy A. Foan, vice president and 
director of agencies, 

Mr. Hoffler, formerly an agent for 
Pilot Life will assist agency manager, 
Robert L. DeLong in the Portsmouth 
agency. He has been in Portsmouth 
since 1925 and was in the restaurant busi 
ness a number of years before going 
into insurance. 

Mr. Hoffler was born and schooled in 
Hollister, N. C., and attended Wake 
Forest College. He has completed insur- 
ance classes at Southern Methodist on 
Insurance Marketing, and has received 
the Life Underwriters Training Council 
certificate. He is a member of the Ports- 
mouth Life Underwriter Association. Mr. 
Hoffler is a past president of the Ports- 
mouth Lions Club and vice president of 
the Men’s Bible Class of the Cradock 
Methodist Church. 


Congress Of Actuaries 


(Continued from Page 1) 


guests to hear speakers in any of five 
different languages: English, French, 
Spanish, German or Italian. 

Members of the organizing committee 
pointed out that the International Con- 
gress will present actuaries and insur- 
ance companies in the United States with 
a unique opportunity for strengthening 
the People-to-People Program. This is 
an approach to international friendship 
and mutual understanding suggested by 
President Eisenhower, in which Ameri- 
cans from all walks of life are encour- 
aged to seek close contacts, in person or 
by correspondence, with people from 
other countries. The Insurance Commit- 
tee has been very active in its support 
of this program. 


Where They Come From 


Somewhat more than half of those 
attending will be actuaries from the 
United States and Canada. About €00 
actuaries are expected from 30 other 
countries. Many of the convention guests 
will be accompanied by their wives. 

The largest delegation expected from 
overseas is the group of 81 actuaries 
from England and Ireland and 14 from 
Scotland. The next largest is a group of 
66 from France. Germany will be rep- 
resented by 49 and Switzerland by 34 
actuaries. A large number of actuaries 
from the Scandinavian countries are ex- 
pected to attend: 47 from Sweden, 29 
from Norway, 18 from Denmark and 10 
from Finland. 

Actuaries will also come from these 
European ——— Netherlands, 30; 
Spain, 24; Italy, 23; Belgium, 12; Luxem- 
bourg, three and Austria, one. 

From the other side of the world will 
come 12 actuaries from Australia, 6 from 
Japan, 3 from the Philippines and 1 
from Thailand. 

The Middle East area will be repre- 
sented by 8 actuaries from Israel and 1 
from Egypt. In addition, 3 will come 
from South Africa. 

Actuaries from eight Central and South 
American countries wil! attend the In- 
ternational Congress. There will be seven 
each from Mexico and Venezuela, five 
Feces Colombia, three from Cuba, two 
each from Argentina and Brazil and one 
each from Peru and Uruguay. 
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THE LIFE INSURANCE STORY 
Each year at about this time the 
Institute of Life Insurance brings out 
300k giving the 


Life Insurance Fact B 
statistics and other information on life 
insurance up to the close of the previous 
year. It is an inspiring record. The 
Fact Book discloses that the purchases 
of life insurance by the American people 
were in greater volume than in any other 
year in life insurance history. 

During 1956, there was a record total 

25,200,000 policies from the more than 
1,100 life companies, representing aggre- 
te protection of $55,313,000,000 of new 
life insurance. This was $6,900,000,000 
above the 1955 total and nearly four 
times the 1945 amount 

Among the factors contributing to the 
record purchases of life insurance, the 


Fact Book cites the public’s response to 


the many marketing changes which have 
taken place in life insurance, chiefly the 
use of new life insurance plans and 


e with the nation’s 
1 the future income 


services to keep pac 
economic growth and 
ls of American families. 

Included in these changes was the 
development of the family plan of insur- 
ance, combining protection for all family 
members in a single policy but empha- 
sizing the prime importance of protec- 
tion for the breadwinner. In addition, 
many life insurance companies lowered 
the rate per thousand dollars of life in- 
surance to adjust for cost differentials as 


the size of the policy increased. 


\t the start of this year 106 million 
persons owned $412,630,000,000 of life 
insurance, an increase over 1955 of $40,- 
300,000,000, or 11%. There were 260,544.- 
000 life insurance policies and certificates 
utstanding at the end of 1956, nearly 
9,500,000 more than the previous year 
and over 50,000,000 more than five years 


The average amount of life insurance 
mwwned by American families was revealed 
by the Fact Book to be $7,600 at the end 
of 1956, more than twice as much as ten 
years ago. However, life insurance and 
annuity premiums represented only 3.8% 
of disposable personal income and the 
amount of life insurance owned per fam- 


ily was equal to only about 17 months 
of current disposable income. 

The greatest volume of family protec- 
tion at the close of 1956 was in Ordinary 
life insurance, a 10% increase during 
1956 bringing the total in force to $238,- 
099,000,000 at year-end. 

The continuing trend toward “living” 
benefits to policyholders is shown by the 
Fact Book’s disclosure that in 1956, 
these policy payments rose to $3,459,243,- 
000, or nearly 59% of the total benefit 
payments to policyholders and_ benefi- 
ciaries. This marked the highest per- 
centage since 1941. 

Total benefit payments for 1956 were 
reported at $5,878,235,000, a year’s in- 
crease of nearly $500,000,000. 

Life insurance asset figures show that 
new capital funds of nearly $5,600,000,000 
were made available through the increase 
in assets in 1956 to further the nation’s 
economic development. At the close of 
the year the total assets of $96,011,000,- 
000 guaranteed the obligation of the life 
insurance companies to policyholders and 
represented one of the important sources 
of capital funds for the national econ- 
omy. 

A truly inspiring story. 


S. E. McCreless, president of Ameri- 
can Hospital and Life Insurance Co., 
has been elected chairman of the board 
of the newly organized Alamo Savings 
and Loan Association, San Antonio, 
Texas. W. W. Jackson, administrative 
vice president of American Hospital and 
Life, has been reelected chairman of the 
board of the San Antonio Heart Associa- 
tion. 

* * ok 


George J. Huntley, Jr., has been ap- 
pointed supervisor of the Frank Chand- 
ler Agency, general agent for Berkshire 
Life in Baltimore. Mr. Huntley joined 
the Chandler Agency as an agent in 
1949, 

es ee 


Louis L. Mandra has been appointed 
sales supervisor for the northeastern di- 
vision of New York Life with headquar- 
ters in Boston. A native of New York 
City, Mr. Mandra has been an agency 
instructor since 1954 in the company’s 
Rochester general office. A 1951 grad- 
1ate of State Teachers College, he joined 
the company in 1952 in Rochester. 





Robert M. Brinley, general agent 





Philadelphia Life in Paramus, N. J, 


was presented the 1956 Annual Award of the National Safety Council by Governor 
Robert B. Meyner at formal ceremonies held recently in the State House at Trenton, 
N. J. Mr. Brinley, vice president of Bergen County Safety Council and president of 


Paramus Safety Council, was selected by the National Safety Council to receive one 
of seven national awards for his outst: inding contributions to traffic safety. This 
award is the highest honor bestowed upon individuals by the National Safety Council 


each year. 


Also present at the ceremonies were Matthew J. Donohue, Chief of the Bergen 
County Police Department and J. Raymond Monahan, Director of the Bureau of 


Traffic Safety. Mr. 


3rinley was also cited by the New Jersey State Association of 


Life Underwriters for his outstanding efforts in civic and safety work. 





David S. Duncombe, who retired re- 
cently as New York City superintendent 
of rating in the New York Fire Insur- 
ance Rating Organization, will not soon 
forget the farewell dinner given to him 
and Mrs. Duncombe by the office Se 
at Emil’s Restaurant, Park Row, N. Y. 
Attended by over 40, it was a Phe Di 
fully informal party. Tributes were paid 
to Mr. Duncombe’s long NYFIRO ca- 
reer, and one which he appreciated par- 
ticularly was that of Emil and Ruth 
Pangal, restaurant host and hostess, who 
had prepared a toast contained in the 
souvenir menu folder. 

* * x 


Otis L. Frost, Jr., associate counsel 
with Occidental Life of California, has 
been awarded an LL.M. degree by the 
University of Southern California School 
of Law. He joined Occidental’s legal 
staff in 1948 after two years with the 
U. S. Bureau of —— Revenue. He 
is a graduate of Vanderbilt University 
and University of California School of 
Law, He is chairman of the American 

sar Association sub-committee on in- 
surance companies. 

* * x 


H. Dixon Trueblood, vice president in 
charge of public relations and advertis- 
ing for Occidental Life of California, 
has been elected president of the South- 
ern California Chapter of the Public 
Relations Society of America for the 
year starting July 1. He_ previously 
served as vice president of the chapter. 
Among his other associations, Mr. True- 
blood is a member of the Life Adver- 
tisers Association and the public rela- 
tions advisory council of the Institute 
of Life Insurance. He is also active in 
the public relations program of Occi- 
dental College in Los Angeles. 

* °* * 


J. Howard Alltop, secretary of Ameri- 
can United Life, has been elected presi- 
dent of the new Arts and Science College 
and Graduate School Alumni Association 
of Indiana University. 

* -&-- & 

Carrol M. Shanks, president, The Pru- 
dential, was the banquet speaker at the 
45th annual conference of New Jersey 
State Association of Chiefs of Police, 
or in Hotel Monmouth, Spring Lake, 


oe 





THOMAS W. MELHAM 


Thomas W. Melham, manager of the 
Prudential agency at 161 William Street, 
New York, has been elected Imperial 
Potentate of the Shrine. He rose in the 
hierarchy of the Shrine after he was 
first elected to the Imperial Divan in 
1948. He is a member of Tripoli Temple 
of Milwaukee where he formerly lived. 
He had traveled through the eleven posi- 
tions that lead to the top office. In addi- 
tion to his other work with the Shrine 
and Masons he is a national director of 
the Shriners Hospital for Crippled Chil- 
dren which operates 17 hospitals in var- 
ious parts of the country. 

*Saee aie 

G. A. Bodenheim, Longview, Texas, 
was presented with a gold engraved 
watch in honor of his fifty years as a 
representative of the Southwestern Life, 

R. Davenport, vice president of the 
company making the presentation at a 
luncheon in Longview. Colonel Boden- 
heim before entering life insurance work 
was in the cotton brokerage business in 
Longview. He served as Longview 
Mayor, 1901-1921 
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Insurance Lawyers Have 
Happy Voyage 

By Cecil C. Fraizer 
Special Staff Counsel of Health In- 


surance Association of America. For- 
mer Nebraska Insurance Commius- 
stoner. 


More than 175 members of the Amer- 
ican Bar Association and members of 
their families—totalling 350 in all—trav- 
eled across the Atlantic on the July 11th 
sailing of the Queen Elizabeth which 
embarked from New York. These law- 
yers were from 39 states, many being 
members of the insurance section of 
American Bar Association. All these 
lawyers were en route to the meeting of 
American Bar Association in London. 
It was a happy voyage loaded with 
pleasant memories. 

Appropriately the last good-byes as 
the Elizabeth left the pier were waved 
to Price Topping who had done such 
a fine job as co-chairman of the New 
York Host Committee for the Plaza 
Hotel meeting of the insurance section 
‘which was held July 7-10. 

After the dramatic skyline of the 
metropolis faded in the distance, came 
lunch time. A center table in the 
enormous and beautiful dining salon had 
as central figure, Raymond B. Caverly, 
former vice president of America Fore 
Insurance Group, who was co-chairman 
of the New York session. He was beam- 
ing with good humor over the succession 
of special events in which he had played 
sO important a role. Near him was 
seated Forrest Betts of Los Angeles, 
newly elected president of International 
Association of Insurance Counsel; the 
Oscar Browns of Syracuse, N. Y. and 
the Payne Karrs of Seattle. 

Among congenial companions of Mrs. 











Fraizer and myself at our table were the 
Kellton Lynns of Rapid City, 5. | 
x De Forrest Homes of Los 
who w ere accompanied by their s son. 


‘te Homes were atebaatove “hosts 





NELL and CECIL 


disembarked in France as we continued 
on to Southampton. 

At nearby tables I noted Kenneth B. 
Hawkins of Chicago and Leonard Hurtz 
of Omaha, retired president of the Fair- 
mont Crez umery Co. 

& insurance section 
had its first ship session. 
Joe Navarre, Michigan Com- 





Mr. and Mrs. L. Duncan Lloyd, Chicago; he 
is chairman of London Committee of Insur- 
ance Law Section. 


Raymond Caverly (center) flanked by Mr. 
Beverly Moore, Greensboro, N. C. 


missioner and president of National As- 
sociation of Insurance Commissioners; 
and Paul J. McGough of Minneapolis. 
This session was held in the main dining 
room—which had been kindly put at 
disposal of the lawyers by the Cunard 
people. Anyway, 150 attended this meet- 
ing, a third of them being wives who 
before the lawyers return from England 
will have a considerable knowledge of 
the law. Chairman of this meeting of 
the insurance law section in the dining 
salon was Stanley Morris of Charleston, 
W. Va., who is chairman-elect of the 
insurance section. H. Beale Rollins of 
3altimore was to have presided but was 
recuperating from—well, maybe, seasick- 
ness. Not long under the weather he 
greatly enjoyed the balance of the voy- 
age, 

On the day following the initial meet- 
ing of the insurance law group there was 
another meeting at which papers were 
read by Peter Campbell Brown and 
John M. Aherne of New York City. 
That night was held a gala dinner with 
gay hats and other features emphasizing 
the carnival spirit. The J. R. Kinders 
of Lincoln, Neb.—he is treasurer of Mid- 
West Life—sponsored the champagne 
for our table. 

In the way of “ship sports” there was 
“horse racing’ with iron steeds and 
auctions with Oscar Brown doing a com- 
petent job as auctioneer. Dancing fol- 
lowed with the Henry Mosers of Chicago 
and the Maynard Garrisons of San Fran- 
cisco as the terpsichorean stars. 

Along came Sunday. Mass was said 
in the beautiful ballroom which has as 
its main decorative feature a large por- 
trait of the Queen Mother Elizabeth 
seeming to add her blessing. A choir 
from the ship’s crew sang “Seaman’s 
Prayer.” It was an inspiring event dur- 
ing which a collection was taken for 
“Apostleship of the Sea.” Among those 
at the Mass were the Ambrose B. 
Kellys of Providence, R. 

The insurance law section turned host 
on Sunday evening sponsoring a cocktail 
party, about 300 being present. This was 
a Dutch Treat affair. Contributions were 
a dollar per person for drinks and hors 
d'oeuvres, Cunard did a wonderful job 
with the latter. Leland B. Groezinger 
of San Francisco collected the funds as 
treasurer. By the way, at the Queen 
Elizabeth bars highballs are two s hillings 
each, or 28 cents. Mixed drinks are a 
little higher. 

3ridge was not neglected on board. 
Players included the L. Duncan Lloyds 
of Chicago, Victor Werners of New 
York, Mrs. Stanley Morris of Charles- 
ton, W. Va., and Mrs. Fraizer. 

At the final session of the insurance 
law section which was on Monday papers 
were read by James Dempsey, White 
Plains, N. Y. and Joseph H. Hinshaw, 
Chicago. Jim told the story of the 
parishioner who claimed a $5,000 gift 
to the church as a tax deduction. The 
tax man seeking corroboration asked the 
parish priest if the gift were actually 
made. Reply of the priest: “No, but it 
will now.” 








Mrs. Parsons Left $1,468,000 

Mrs. Edgerton Parsons, widow of a 
vice president of Marsh & McLennan, 
international insurance brokers, died last 
month. 

A New York civic leader Mrs. Par- 
sons was former observer for women’s 
organizations at the United Nations. 
She left a net estate of $1,468,000 accord- 
ing to papers filed in the New York 
State estate tax office. The estate was 
equally divided between two daughters, 
Mrs. Leonora P. Prowell and Mrs 
Patricia P. Christy, both residents of 
Connecticut, with exception of a $10,000 
bequest to a grandson, Carl -F. Fayen, 
Jr., Leesburg, Va. 

i Sat 


Help Greater N. Y. Fund 


A representation of men in the insur- 
ance field who are serving on The Great- 
er New York Fund campaign, include 
H. Clay Johnson, Deputy U.S. manager, 
Royal-Globe Insurance Group; J. Victor 
Herd, chairman, America Fore Group; 
Albert Mezey, partner in Hoey, Elli- 
son, Frost, Mezey, Inc.; George In- 
selman, president, Marine Office of 
America; H. R. N. Jenkins, chairman, 
Alexander & Alexander, Inc.; T. D. 
Hughes, vice president, Parco ot Fore 
Insurance Group; and William F. 
Dowling, president, New York Mutual. 

ie gee 


Commissioners’ Chicage Meet 

Members of the National Association 
of Insurance Commissioners from Zone 4, 
which covers an eight-state area, will 
meet in Chicago, epeemnet 30 and Octo- 
ber 1. Joseph S. Gerber, Director of 
Illinois’ Insurance Department, said that 
commissioners from states other than 
those in Zone 4 will probably attend. 

Zone 4 includes Illinois, Michigan, 
Minnesota, North Dakota, South Dakota, 
lowa, Indiana and Wisconsin. 

The association announced earlier this 
year that its 1958 meeting will be held 
in Chicago, June 9 through 13. 





On Monday night was the final cock- 
tail party, with the Victor Werners as 
hosts. All were sorry that the voyage 
was to end as they had such an enjoyable 
time. When the ship reached France 
many of the lawyers with their wives 
disembarked for brief tours prior to the 
London meetings. 

The J. Arthur Millers of Chicago and 
Leland B. Groezingers of San Francisco 
plan to meet again in Madrid and fly 
home together from Lisbon after touring 
the continent in opposite directions. In- 
cidentally, Lee Groezinger twice won 
the pool of the ship’s daily run ~~ hopes 
he will be that lucky in Monte Carlo. 

Among winners of contests on board 
were Mrs. P. L. Thornbury of Columbus, 
Ohio and Mrs. F. Lee Bradford of 
Miami. 

Three members of the Harvard Law 
School class of 1930 held an informal 
reunion aboard. They were Louis Kohn 
of Chicago, Robert Young of Dayton, 
Ohio, and Mrs. Groezinger. 








Photographs taken aboard HMS “QUEEN ELIZABETH” 
Stanley Morris, Charleston, W. Va.; John M. Aherne, 
New York City; J. Roth Crabbe, Columbus, Ohio, former 
Ohio Insurance Commissioner. 
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Home of N. Y. Proposes 
Capital Stock Increase 


STOCKHOLDERS TO ACT AUG. 26 


Would Raise Capital Stock From 4,000,- 
000 to 5,100,000 Shares; Also Stock 
Option Plan for Key Personnel 


board 
Insurance Co. ot 
Black, president, 


meeting of the 
directors of the Home 
New York, Kenneth E. 
announced that a special meeting of the 
stockholders will be held Monday, Au- 
gust 26. At this meeting the Home’s 
stockholders will be asked to act (1) 
upon the increase in the authorized com- 
mon stock from 4,000,000 shares to 5,100,- 
000 shares of the par value of $5 each 
and (2) the setting aside of 100,000 shares 
free of preemptive 
key 


Following a 


of such common stock, 
rights of stockholders, for sale to 
personnel 
tion plan. 

Stockholders were advised that the 
principal purpose of the proposal to in- 
crease the Home’s authorized common 
stock is to provide the corporation with 
an authorized capital in such amount 
and of such flexibility that it may be 
used as a financing medium, for dis- 
tribution by way of dividend or other- 
wise, for issue upon acquisition of stock 
or assets of any company, and for such 
other purposes as the board of directors 
determine. 


under an approved stock op- 


may 

To effect this increase, stockholders 
have been asked to vote upon a pro- 
posal that Article Twelfth of the cor- 


poration’s charter be amended to read as 
follows: “The amount of the capital is 
$25,500,000, divided into 5,100,000 shares 
of the par value of $5 each.” A favor- 
able vote of holders of two-thirds of the 
common stockholders outstanding and 
entitled to vote is required to effect 
this proposed amendment. 


To Encourage Stock Ownership 


As to the proposed setting aside of 
100,000 shares of common stock to be 
offered to key personnel under a stock 
option plan, the notice to stockholders 
Says: 

“The real purpose of this proposal is 
to encourage substantial ownership of 
stock of the corporation by key person- 
nel, to retain them and to attract to your 
corporation young and ambitious people. 
In view of the present Federal tax laws, 
governing the sale of stock to employes, 
and the amendment, in the spring of 
1957, of the Insurance Law permitting an 
insurance company to have a stock op- 
tion plan, we believe that a start can 
now be made in establishing these worth- 
while objectives. 

“A great many manufacturing com- 
panies have adopted stock option plans 
and we believe that the plan proposed 
for your corporation is very similar to 
many of the recent plans proposed by 
other corporations. We believe that if 
this plan is adopted and the stockhold- 
ers also vote in favor of the two other 
items your corporation will have taken 
a long step forward.” 

Options to be granted under the pro- 
;posed plan would be authorized by the 
‘directors. The option price is to be 100% 
of the fair market value of the common 
stock on the date the option is granted 
and not less than the par value of the 
stock. The fair market value per share, 
it is explained, “shall be the mean be- 
tween the highest-and lowest quoted 
selling prices of the common stock in 
= over-the-counter market in New 

York City on the day the option is grant- 
ed, or, if no sales are made on that day, 
on the next preceding day on which 


(Continued on Page 21) 


Loyalty to Retain Name 
In America Fore Deal 


DIRECTORS TO VOTE JULY 29 


President Herd of America Fore Says 
Officers of Newark Co. Would Con- 
tinue in Their Posts 





If the proposed merger deal offered 
by America Fore Insurance Group to 
directors of the Loyalty Group com- 
panies of Newark, N. J., goes through 
the new name of the combined organiza- 
tion would be the America Fore-Loyalty 
Group. This was revealed by J. Victor 
Herd, president of the America Fore 
compé nies, who told newspaper reporters 
in Newark several days ago that the pur- 
pose of the combined name would be to 
preserve the identity of Loyalty. 

As announced last week directors of 
the Loyalty Group companies will vote 
July 29 on whether to accept the Amer- 
ica Fore offer, made in separate bids by 
the Continental Insurance Co. and the 
Fidelity-Phenix Fire. 

The offers made by the two America 
Fore companies were as follows: Conti- 
nental: 17 shares of its stock to be ex- 
changed for every 20 Firemen’s shares 
Fidelity-Phenix: 16 shares of its stock 
for every 20 of Firemen’s. 


To Continue in Newark 


Mr. Herd told reporters that the Fire- 
men’s, Commercial and other companies 
in the Loyalty Group would continue to 
operate in Newark under their company 
names as before if the merger goes 
through. 

William B. Reardon, president of Fire- 
men’s, would stay on, as would all other 
Loyalty employes, Mr. Herd stressed. 
He said that the staff would be of great 
value to America Fore in carrying on and 
expanding the group’s operations. 

Mr. Rearden, in turn, said that he is 

(Continued on Page 21) 


Term Rule Revision 
In Four N. E. States 


INTER-REGIONAL AND IMIB ACT 


Give Recognition to Urgent Need for 
Modification of Term Discounts on 
Fire, Inland Marine Risks 





Giving recognition to the urgent need 
for modifications of the term rule, both 
the Inter-Regional Insurance Conference 
and the Inland Marine Insurance Bu- 
reau announced this week manual revi- 
sions as respects risks in four New Eng- 
land states, designed to relieve the 
underwriting loss situation. 

Specifically, the Inter-Regional Con- 
ference has changed its term multiple 
filing in the states of Maine, Massa- 
chusetts, Rhode Island and _ Vermont 
from 75% to 85%. This is the first group 
of states in which this revision, effective 
July 23, is being made; more will follow. 
The change means that for a fire insur- 
ance term policy the rule will hereafter 
require that the full annual premium be 
charged for the first year plus 85% of 
that premium for each succeeding year 
of the term. 

It is made clear that cancellation and 
rewriting of existing policies will not 
be permitted except at the request of 
the assured and then only at short rate. 


IMIB’s Revised Term Rule 


IMIB’s term rule revision for all 
classes of inland marine insurance, appli- 
cable to above mentioned states plus New 
Hampshire, calls for the substitution of a 
factor of 2.7 times the annual rate, prem- 
ium or minimum premium in all cases 
where the factor of 2.5 times the rate 
or premium is now in force or used. 
This manual amendment also became 
effective July 23. 

The IMIB also ruled out cancellation 
of rewriting of existing policies except 
at the assured’s request. 


VIRGINIA FILING FOR CPC 


Inland Marine Insurance Bureau has 
advised member companies of a Virginia 
filing for commercial property coverage, 
effective July 18. This makes 44 states 
and the D. of C. in which the CPC filing 
has been made. Approval of the form 
by the New York Insurance Depart- 
ment is expected soon. 























American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 























Diamond Jubilee of 
Chartered Ins. Institute 


QUEEN MOTHER HONORED GUEST 


Week-long Program in London Con- 
ducted Under Chairmanship of Insti- 
tute President G. K. Greening 


This has been a great week of cele- 
bration (July 22-26) for the Chartered 
Insurance Institute of London. In com- 
memoration of its diamond jubilee a 
week-long program of business and so- 
cial events have taken place under the 
skilled chairmanship of ae roreg Presi- 
dent G. K. Greening, B. Com., F.C.II 
who is managing director of the Beacon 
In$urance Co., Birmingham, England. 

Joining in this program was the Insur- 
ance Institute of London which recently 
celebrated its own golden anniversary. 
Starting with an original membership of 
1,276 on June 18, 1907, the Institute in 
50 years’ time has grown to over 10,000 
members. Currently its president is C. 
E. Keysell, M.B.E., general manager of 
the Employers’ Liability in London, a 
post he has occupied since 1955. 

Opening event of the week (July 22) 
was the afternoon get- -together for over- 
seas visitors and their Bs eee arranged 
by President and Mrs. Greening of the 
Chartered Institute at the Hall, Alder- 


manbury. That evening in Guildhall Her 
Majesty Queen Elizabeth, the Queen 
Mother, was the honored guest of the 


Institute as well as the Lord Mayor of 
London. President Greening was also 
host at this reception, a brilliant social 
success, attended by insurance celebrities 
of both England and overseas. 


H. T. Silversides Speaks at First Session 


H. T. Silversides, F.C.IL.I., joint general 
manager Yorkshire Insurance Co., was 
the first speaker at the opening business 
session July 23, his subject being 
“Atomic Energy and Insurance.” This 
session opened with welcoming remarks 
by the Lord Mayor of London. The 
afternoon program included a boat tour 
of the Port of London (courtesy of the 
Port of London Authority) and a coach 
tour of the City. Evening features in- 
cluded a promenade concert at the Royal 
Albert Hall, Kensington Gore, a_ ballet 
at the Royal Festival Hall, South Bank, 
and opera at Sadler’s Wells Theatre, 
Islington. 

Featured speaker at the second busi- 
ness session (July 24) was W. A. Cope- 
man, F.C.I.I., overseas accident manager, 
Norwich Union Fire, whose paper was 
entitled “Insurance Education in Retro- 
spect and Prospect.” That afternoon a 
special thanksgiving service was held in 
St. Paul’s Cathedral, London, the ser- 
mon was preached by the Venerable 
M. M. Hodgins, Archdeacon of Hackney, 
a former insurance man who is a fellow 
of the Institute. 

Reception and Ball Social Highspot 

Final program feature (July 25) was a 
paper by A. F. O’Shea, A.C.I.1., London 
insurance executive, entitled, “Latitude, 
Longitude and Magnitude — Some 
Thoughts on Accumulation of Risk.” 
Members and guests of the Institute 
joined in the discussion which followed 
Mr. O’Shea’s formal reading. That eve- 
ning the reception and ball of the Insur- 
ance Institute of London was held at 
Grosvenor House, Park Lane, the social 
highspot of the week. This evening 
(July 26) the Institute’s annual dinner 
will take place with President Greening 
as the toastmaster. 

A short history of the Institute, en- 
titled “Sixty Years of the Chartered In- 
surance Institute,” has been Mee by 
its publications secretary, G. A. J. Druce, 
B. oe LI., who is nodes A with 
the Eagle Star of London. It has been 
distributed to all fellows and associates 
of the organization. 


TUTTLE ON LOSS COMM. 


David K. Tuttle, president of Tuttle 
Pendleton & Gelston Inc., has been ap- 
pointed to the committee on losses and 
adjustments of the New York Board of 
Fire Underwriters to fill the vacancy 
created by the death of John Pirkl. 
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Fireman’s Fund Receives Award of 


Progress from San Francisco C. of C. 





James F. Crafts (center) shown receiving award of progress of San Francisco 

Chamber of Commerce in honor of Fireman’s Fund’s new headquarters. | oie 

Maloney (left) Chamber president, made presentation. At right is G. L. Fox, 
Chamber general manager. 


created significant new employment. 
Also taking part in the brief ceremony 


The Award of Progress of the San 
Francisco Chamber of Commerce was 
presented July 17 to the Fireman’s Fund were G. L. Fox, Chamber general man- 
in honor of its new headquarters at 3333 ager, and W. F. McGowan, representing 
California Street, by E. D. Maloney, the Business Center Development Com- 
Chamber president. mittee which sponsors the award. 

James F. Crafts, president of the com- “San Francisco can be proud that this 
pany, received the framed embossed fine company has given tangible proof 
certificate which is reserved for those of its confidence in the city’s future as 
firms or organizations whose major a great headquarters city and insurance 
building and investment programs have’ and financial center of the West,” Mr. 
enhanced their areas of the city and Maloney stated. 





PRODUCERS’ REVIEW CLASS 
The Home Insurance Co. will conduct 
a review class at the Hotel McAlpin in 


PHOENIX OF HARTFORD CHANGE 

The Phoenix of Hartford has an- 
nounced that Special Agent Jack L. 
Stiegelmeier will succeed State Agent New York from 6 to 9:30 p.m. on Thurs- 
Bill B. Johnson in the supervision of day, August 15, for students planning to 
New Mexico field under Denver District take the New York State brokers’ and 
Manager Henry W. Schwartz. Mr. agents’ examination. This class is under 
Johnson has been transferred to The supervision of the metropolitan depart- 
Phoenix’ Kansas City District Office. ment. 





111 JOHN STREET 
New York 38, N. Y. 


Telephone: Digby 9-1800 
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ASAE Annual Meeting Set 
For Sept. 18-20 in St. Louis 


The American Society of Association 
Executives will hold its 1957 annual con- 
vention at the Chase and Park Plaza 
hotels in St. Louis, September 18-20. 

Keynote speaker for the gathering will 
be Walter F. Carey, president, Automo- 
bile Carriers, Inc., and a director of the 
United States Chamber of Commerce. 
He will speak the morning of September 
18. Another speaker will be Dr. David 
Guy Powers of Forest Hills, N. Y., whose 
subject will be “Power of Persuasion.” 
Clayton Rand of Gulfport, Miss., is an- 
other speaker. 

The entertainment committee has re- 
served the entire orchestra section for 
a presentation of “My Fair Lady” at 
the Kiel Auditorium Opera House the 
evening of September 18, while a block 
of 240 reserved seats has been taken for 
a baseball game between the St. Louis 
Cardinals and Brooklyn Dodgers at 
—— Park the night of Septem- 
er 


Fire Losses Up 6.3% 


Fire losses in the United States dur- 
ing the first half of 1957 reached $550,- 
155,000, a record high and 63% above 
the 1956 level, when $517,403,000 worth of 
property burned. 

There was one consolation: fire losses 
in June ran $69,710,000, or 68% below 
those of the 1956 month and 11.8% be- 
low the May total of $79,045,000. 


NOBILE PROMOTED BY C. & R. 

Stephen E. Nobile, assistant manager 
of the inland marine department, Cor- 
roon & Reynolds Group, was appointed 
assistant secretary at the recent direc- 
tor’s meetings of the four companies in 
the Group. 


W. AYTON COX CONVALESCING 

W. Ayton Cox, St. Louis local insur- 
ance agent associated with George D. 
Capen & Co., is recovering at his home 
after undergoing surgery at DePaul Hos- 
pital. Mr. Cox is well known to insur 
ance folk throughout the country be- 
cause of his attendance at many sessions 
of the Grand Nest of the Blue Goose 
International. For many years he served 
faithfully as the Wielder of the St. 
Louis Pond of the Blue Goose. 


America Fore-Loyalty Deal 


(Continued from Page 20) 


assuring Loyalty employes that there 
will be no changes in personnel if the 
merger is approved. All officers will re- 
main on the job, he said, and it is not 
contemplated adding any from America 
Fore. The Loyalty companies will have 
their identity kept as before, he declared. 
As is normal in mergers of this type, 
directors from the America Fore board 
would be added to the Loyalty board, and 
vice versa. Mr. Herd, as president and 
board chairman, would have overall con- 
trol of all companies in the new group. 


Boston Group Acquires 
Equitable Fire of S. C. 


The Boston Insurance Company has 
acquired control of the Equitable Fire of 
Charleston, S. C., it was announced this 
week by Cyril S. Hart, president of the 
Boston, and Thomas A. Huguenin, presi- 
dent of the Equitable. The Equitable 
Fire will continue operations from its 
home office in Charleston with its pres- 
ent perkteusl 

Organized in 1894, the Equitable Fire 
writes fire and allied lines in the states 
of South Carolina, North Carolina, Vir- 
ginia and Georgia. Through the Boston 
Insurance Group, Equitable will now be 
able to make available to its agents the 
multiple line facilities and capacity of 
this group. 

At a recent meeting of stockholders 
a new board of directors of Equitable 
Fire was elected, consisting of six mem- 
bers of the previous Basdtable board 
who were re-elected and five members 
of the Boston’s board. 


WERT MANAGER AT OMAHA 


W. J. Wert has been appointed man 
ager of the Omaha service office for the 
National of Hartford. He joined the 
National in January, 1941, in the Chicago 
office marine department, later being 
transferred to the fire underwriting de- 
partment. He was appointed special 
agent in northern Illinois in October, 
1951, and transferred to isconsin in 
August, 1953. In July, 1955, he was ap- 
pointed superintendent of the Nebraska 
S¢ rvice ofnce. 


Home's Capital Increase 
(Continued from Page 20) 


common stock sales are made in this 
market. 
Term and Exercise of Options 

It is further provided that no one who 
receives an option may exercise it in 
whole or in part prior to two years from 
the date it is granted. “Beginning on 
the second anniversary of,the date it is 
granted, each option may be exercised 
to the extent of 20% of the total num- 
ber of shares to which it pertains. Be- 
ginning on the third and each of the 
five next following anniversaries of the 
date it is granted, each option may be 
exercised to the extent of an additional 
10% of such total number of shares. Be- 
ginning on the ninth anniversary of the 
> a8 it is granted, each option may be 
exercised to the extent of an additional 
20% of such tote il number of shares. 

“No option shall be exercisable after 
the expiration of 10 years from the date 
it is granted. Not less than 10 shares 
may be purchased at any one time unless 
the number purchased is the total num- 
ber at the time purchasable under the 
option. During the lifetime of an op- 
— the option shall be exercisable 
only by him and shall not be assignable 
or transferable by him and no other per- 
son shall acquire any rights therein.’ 
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Field Changes Made 
By Aetna, Standard Fire 


SMITH IS MANAGER AT PHILA. 


Grise State Agent in Iowa; Houlihan 
State Agent in N. J.; Gardner 


Transferred to Wilkes-Barre 
A number of changes in field person- 
nel in the fire division of the Aetna 
Casualty and Surety and Standard Fire 


are announced by Olaf Nordeng, vice 
president. rons 
W. D. Taylor, superintendent of fre 


division operations throughout metro- 
politan og peer area since 1935, has 
retired. Mr. Taylor joined the companies 
in 1918 as an underwriter. 

Jay Smith, formerly state 
Waterloo, lowa, has been appointed 
manager of the southeastern Pennsyl- 
vania and Delaware territory with head- 
quarters at Philadelphia. Succeeding him 
as state agent will be Alfred G. Grise. 
Robert L. Allen has been promoted to 
sté ite agent, replacing Mr. Grise, while F. 

Wurzer has been named special agent 
Mr. Grise. 

Jay Smith Career 

Mr. Smith joined Standard Fire in 1922 
and, after serving in the home office, was 
subsequently appointed special agent at 
Waterloo. Since 1941, when he was pro- 
moted to state agent in charge of busi- 
ness in Iowa, he has served as secretary 


agent at 


4 assist 


of the Iowa Fire Insurance Company. 
Mr. Grise, who was graduated from 
American Intern: itional College, was ap- 


Springfiel 1, 


special agent at 
became 


in 1950 and, a year later, 
agent at Oklahoma City. 


pointed 
Mass., 
State 
Canora Advanced 
Russell E. Canora has been promoted 
to state ag bai and will supervise the fire 


division operations in Ohio with head- 
quarters at Columbus. Mr. Canora was 
employed by the company in 1944 as 
assistant underwriter and was subse- 
quently — special agent at 
Springfield, Mass. 

eto D. Houlihan, Jr., special 
agent in charge of southern New Jersey, 


has been promoted to state agent for 
the same territory with headquarters at 
Philadelphia. Mr. Houlihan, a graduate 
of Yale University, joined the companies 
in 1950 and has also served as special 
agent at Albany, N. Y 

Francis S. Gardner, special agent, has 
been transferred from Harrisburg to 
Wilkes-Barre where he will oversee 
operations in the northeastern Pennsyl- 
vania territory. A graduate of Bucknell 
University, he joined the companies in 
1950 and has served at the Washington 
branch office and subsequently at Har- 
risburg as special agent. 

Charles Scott has been appointed spe- 
cial agent at Dallas and Carl Dachs has 
been named special agent at New York 
City 


Noyes and Tanger 
Fire Assn. Secretaries 


Noyes, assistant secretary, 

Tanger have been elected 
secretaries of Fire Association Group 
comprising Fire Association of Philadel- 
phia, Reliance of Philadelphia and Eu- 


Harry J. 
and Ralph G 


reka Casualty. Mr. Noyes is advanced to 
secretary coincidental with his assign- 
ment to the newly created Western de- 
partment at Madison, Wis. 

Mr. Tanger joined the Security in 


1940, advancing to vice president. He will 
make headquarters at the companies’ 
home office in Philadelphia. 


DOLLAHITE TEXAS SPECIAL 
Appointment of Edgar O. Dollahite 


as special agent for the Aetna Insur- 
ance Group with headquarters in the 
Corpus Christi, Texas office is an- 


nounced. Mr. Dollahite, a native Texan, 


is a graduate of the Aetna Group’s mul- 
tiple line training school for agents and 
has had more than seven years of local 
agency : 


work. 
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E. A. TOALE JOINS HOME 


Named Associate Mgr. in Its Metropoli- 
tan N. Y. Dept.; Formerly With 
Security and NAIA 

Eugene A. Toale, former manager of 
the New York office of Security of New 
Haven, has joined the metropolitan New 
York department of the Home as asso- 





EUGENE A. TOALE 
ciate manager. Mr. Toale will assist in 
management and production in the New 
York State and northern New Jersey 
area under the supervision of Secretary 


N. C. Frost and Vice President W. W. 
Allen. 

Mr Toale has been in the insurance 
business since 1936 and has served in 


various capacities in company and agen- 
cy ranks that time. In 1952 he 
was made director of education and re- 
the National 
Insurance Agents and in 1954 was elect- 
ed assistant secretary of the NAIA. He 
was elected president of the New York 
State Chapter of CPCU’s in 1952 and 
this year was mz ide general chairman of 
that organization’s 1957 convention. 


since 


search for Association of 


COONEY FILES DENIAL 


Answers Civil Suit Over “Fraudulent 

Conversion” of $668,942 of Firemen’s 

of Newark Funds to Own Use 

John R. Cooney, former president of 
the Firemen’s Insurance Co., of Newark, 
has denied through his attorney, John 
J. Clancy, in an answer to a civil suit, 
that he fraudulently converted $668,942 
of company funds to his own use. 

Mr. Cooney was indicted May 28 on 
seven charges resulting from alleged 
conversion of $262,206 in company funds, 
and charges that he attempted to con- 
cea] it through false book entries and 
destruction of company records. 

The civil suit, instituted by the Fire- 
men’s on May 24, accused Mr. Cooney 
of fraudulently cenverting the larger 
amount to his own use. 

Mr. Cooney has repaid $300,942.68, and 
the company is seeking the return of 
$368,000, plus $8,500 it charges was paid 
said to be 


for air conditioners, never 
delivered to the firm. 
Mr. Cooney, in his answer, admitted 


but denied he "purchased 
21 air conditioners for $10,904.52 from 
the Borok Radio & Furniture Co. of 
888 Broad Street, Newark. 

With respect to the company’s charge 
that only six of the conditioners were 
delivered to the firm, Mr. Clancy an- 
swered : 

“The defendant has no knowledge or 
information sufficient to form a_ belief 
as to paragraph 9 (in which the allega- 
tion is made) and leaves the plaintiff 
to its proof.” 


the repayment, 
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Loss Executives Hear Lothgren 


Discuss Apportionment Problems 


Overlapping coverages and non-concur- 
rencies were discussed by Birger R. 
Lothgren, executive assistant, Western 
Adjustment and Inspection Co., in a talk 
on apportionments before the recent 
meeting of the Loss Executives Asso- 
ciation at Shawnee-on-Delaware, Pa. Mr. 
Lothrgen told the loss men that insur- 


ance policies within themselves contain 
one basic provision for proration—the 
standard Pro Rata Liability Clause. 
Compliance with this provision is entirely 
in order when all policies cover the same 
interests, the same property, and the 
same location against the same peril. 

When one of the conditions pertaining 
to interest, property or location is differ- 
ent in the several policies, a non-con- 
currency exists, he pointed out. The 
actual number of risks subject to either 
a non-concurrency or overlap of cover- 
age is one of the unknown factors in 
the business, because they reach atten- 
tion only as the result of investigation 
of a loss. The adjuster is the key in 
establishing that a variance exists in the 
coverage and only then is one aware of 
the fact that a problem of claim dis- 
tribution is present. 

Many of these problems have chal- 
lenged the combined ingenuity of loss 
men and the originators of the forms 
to arrive at a ready solution, Mr. Loth- 
gren said, 

In reviewing the areas of apportion- 
ment problems that have given trouble 
throughout the years, it must be borne 
in mind that concurrence of insurance 
is based upon interest, property and 
location, he continued. 

“In some instances companies and ad- 
justers confuse the existence or non- 
existence of a coinsurance clause in one 
of several policies that cover the iden- 
tical property as being non-concurrent 
insurance. This is erroneous, as the ex- 
istence of coinsurance in one of several 
policies of identical coverage is merely 
a limiting clause with respect to that 
particular contract and may be of bene- 
fit to the company, dependent upon com- 
pliance or non-compliance with the pro- 
visions of the coinsurance clause,” Mr. 
Lothgren pointed out. 

‘Any method of apportionment must 
be for the protection of the insured’s 
best interest under his policies. Basically 
the interest of the insured must receive 
primary consideration, and the _ four 
established rules which are accepted 
universally throughout the industry are 
selected with that thought. It is under- 
stood by all that under certain circum- 
stances inequities to an individual com- 
pany will exist, but by universal 
application and adherence to uniform 
practice the law of averages will equalize 
any inequity in an isolated case. 


Four Recommended Rules 


“The four rules recommended to be 
followed in the apportionment of losses 
involving non-concurrent coverages are 
segregated into two classes designated 
as ‘A’ and ‘B’. Under Class ‘A’ three 
rules are outlined to be followed when 
no coinsurance, reduced rate contribution 
or reduced rate average clause, is pres- 
ent in jany policy. The rules are, namely: 
‘Page,’ ‘Cromie’ and ‘Kinne, and are 
self-explanatory as set forth in the 
National Board pamphlet. 

“Class ‘B’ involves the use of the limit 
of liability rule where any of the policies 
are subject to a coinsurance, reduced 
rate contribution or reduced rate average 
clause. While this rule is probably the 
favorite and, as set forth, is relatively 
simple to apply, yet it is the rule that 
has produced most of our current contro- 
versies. 

“A review of the rule will reveal that 
it provides that the dJimit of liability 
under the policy or group of policies 
will be: the amount of insurance or the 
amount of loss or the coinsurance, re- 


duced rate contribution or average clause 
limit. 

“Under the rule there are only two 
steps to follow: 

“1. Determine the limit of liability for 
each class of insurance, whether a single 
policy or group of policies covering con- 
currently, and add those limits. 

“2 If the sum of the respective limits 
is greater than the whole loss, apportion 
to each limit such proportion of the 
whole loss as the amount of the limit 
bears to the sum of the limits. 

“Supplementing the rule is a foot note 
that provides — ‘When a coinsurance 
(not reduced rate contribution or aver- 
age clause) is present in any or all pol- 
icies, it shall be applied as if it were a 
reduced rate contribution or reduced rate 
average clause, using Class ‘B’ apportion- 
ment. However, if by this procedure the 
insured collects less than he would col- 
lect under the terms of the coinsurance 
clause, the coinsurance clause should be 
applied as such and the loss apportioned 
under the appropriate Class ‘A’ Rule.’ 


Difference in Clauses 


“This brings to the forefront the fact 
that there is actually a difference be- 
tween a coinsurance clause and a re- 
duced rate contribution clause—a subject 
that has been debated at length by the 
best minds in the business.” Mr. Loth- 
gren observed. 

“The coinsurance clause imposes an 
obligation upon the insured to maintain 
insurance equivalent to a certain per- 
centage of the value of the property, 
otherwise he must bear a proportionate 
part of any loss. The reduced rate con- 
tribution clause establishes a limit of 
liability, whereby the policy will pay 
no greater proportion of the loss than 
the insurance bears to a certain per- 
centage of the value of the property. 

“Non-concurrencies involving both 
types of clauses primarily fall under 
Class ‘B’ and use the limit of liability 
rule. When a situation is encountered 
where the limit of liability rule is used, 
it usually produces a coinsurance appli- 
cation affecting the insured. Although 
the coinsurance clause was in fact com- 
plied with, it is necessary to revert the 
apportionment to the appropriate Class 
‘A’ rule, thereby modifying or eliminat- 
ing that application. 

“It is here that there is a distinction 
in the two types of clauses and for these 
reasons. (1) Obviously an arbitrary rule 
could not be utilized which penalizes the 
insured because of the existence of a 
non-concurrency where he was already 
in compliance with the policy require- 
ments. (2) Similarly, in the case of the 
reduced rate contribution clause, the 
company, because of the existence of a 
non-concurrency, could not be required 
to pay more than the limit of liability 
stipulated in the clause. 

“We have encountered situations in 
applying the limit of liability rule where 
several policies cover identical property, 
with only one policy subject to coinsur- 
ance. Owing to these differences the 
limit of liability rule causes these pol- 
icies to be divided into two classes of in- 
surance. Since it is necessary to treat 
the policies separately in the apportion- 
ment, the aggregate claim under the two 
policies results in an amount in excess 
of the loss to the property they cover. 
As it is obvious they cannot pay more 
than the loss to the subject they cover, 
we would suggest a supplementary pro- 
cedure to be added to the limit of lia- 
bility rule,” Mr. Lothgren said. 

“Another suggestion would be the 
addition of a condition similar to the 
philosophy of the Guiding Principles. 
This would treat an individual policy 
insuring an individual object for a 
specified amount as primary and other 
coverage as excess. From my experience 
in handling apportionments, I believe 
these changes will provide for a com- 

(Continued on Page 26) 
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Accident, Fire Prevention 


PR Meetings of N. Y. Agents 

The New York State Association of 
Insurance Agents is holding a series of 
eight Regional meetings throughout the 
state, conducted by the public relations 
committee 

The meetings are designed to launch 
state-wide accident prevention and fire 
prevention programs; discuss effective 
implementation of the Field Club Con- 
tact program; work out methods of 
strengthening the New York Insurance 
Speakers Bureau where needed; discuss 
the ways means of getting local 
publicity ; foll tl h on the National 
AGiocats n of Insurance Agents adver- 
tising program and to bring the news- 
paper and newspaper contact lists up to 
date. 

Attending these meetings are the As 
sociation’s rexunaal vice-president an 














the directors trom each area, the presi- 
dent and public relations chairman of 
each local association and the Field Club 
Contact men for each association. Also 
attending are representatives of the 
State Association’s fire safety and acci- 
dent prevention committee and a rep- 
resentative of the New York Insuranc 
Speakers Bureau. 
being held at Garde 


The mee tings are 
Albany, Alexandria 
l 


] 














City, Poughkeepsie, 

ay, Syract use, Canandaigua, Buffalo and 

Plattsbu 1 
President ( “raig 

tive committee feel that these regional 

meetings of key ents throughout the 





Thorn and the execu- 
1 





state will guarant a fine program of 
fire prevention and accident prevention 
as well a I public relations 
throughout luring the coming 





year. 


AGENTS’ SCHOOL GRADUATION 


Fire and Casualty School Held in Chapel 
Hill; 46 Students Took Five Week 


Course There 





al production records of grad- 
| -al test of success of 
nce Agents School 

This statement 
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Asst ciation of 
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Mutual 














the school in planning for next year’s 

Graduation exercises were held at the 
University of North Carolina on July 19, 
where the five-y comprehensive 
school in fire and « . 





urance had 





been conduc te 1 ji - mic pro- 
fessor of insurance at tl niversitv of 
] ] 


leaders in the mutual insurance indus- 
try served on the faculty. David Ivry, 


director of the school and associate pro 
fessor of insurance at the University of 
Connecticut, pr resented the certificates to 
the forty-six students. All had success 


-ompleted the course 





rhe principal speaker for the occasion 
was George D. Haskell, director of edu- 
ition for the American Mutual Insur- 





nce Alliance, who spoke on “Our Credo 
or Tomorrow.” 
In commenting on the success of the 


68 Top Agents Attend 


N. Y. Management Seminar 


The first Agency Management Sem- 
inar at Sagamore, N. Y., put 68 top-level 
agency executives from "all parts of the 
country through a week of intensive ex- 
amination and discussion of problems 
that beset the owners and operators of 
large agencies. Sagamore, a 1500 acre 
estate that formerly was the home of 
Alfred Gwynne Vanderbilt, is one of the 
campuses of Syracuse University in the 
Adirondacks, 

The seminar was the brainchild of 
Laurence J. Ackerman, dean of the 
School of Business Administration at 
the University of Connecticut; Frederick 
J. Flynn, Jr., president of F. 5. Flynn 
Associates, Inc., of Garden City, N. Y. 
and a national vice president of CP CU: 
and Richard J. Layton, vice president of 
The Rough Notes Company, Inc., in 
charge of systems and procedures. These 
three men served as the faculty, aug- 
mented by Frank J. Beach, professor 
of marketing at the University of Illinois, 
and Max R. Bloom, professor at Syra- 
cuse University’s college of business ad- 
ministration. 

The usual plan of the day consisted of 
lecture sessions, augmented by questions, 
from 9:00 a.m. to +:30 p.m., then an open 
forum from 7:00 to 9:00 each evening 
where every one could have freedom to 
air his opinions on the subjects of the 
day. An interesting variation in this 
routine was an experiment in “group 
dynz amics,” where participants in the 
seminar were divided into three groups, 
each under a student leader, to work out 
a project of risk management presented 
by Mr. ‘gars 


Royal- Globe Extends 


Services in Ohio Region 


Th Royal-Globe announces that com- 
plet e fire underwriting facilities are 
10w available in its Cleveland regional 
office to handle fire business in Ohio 
and Boone, Campbell and Kenton coun- 
ties in Kentucky. This supplements the 
existing casualty underwriting facilities 
now provided by the Group’s offices in 
Cleveland and Cincinnati. 

Charles T.Cardno, who formerly hand- 
led fire underwriting for Ohio from the 
New York office, has been transferred 
to Cleveland to head the new fire under- 
writing unit. The entire operation is 
~ der the general supervision of Robert 

Walker, who manages this region for 
the Group. 


CANORA MADE STATE AGENT 

Russell E. Canora, Springfield, Mass., 
has been promoted to state agent in 
Columbus for the fire division of the 
\etna Casualty & Surety and the Stand- 
ard Fire. He joined the companies in 
1944 as an assistant underwriter in the 
home office at Hartford, and later was 
named special agent at Springfield. 





school, General Manager Baldwin stated 
that the Association feels that the 
forty-six students have received the best 
possible instruction in the fundamentals 
of fire and casualty insurance, consider- 
ing the five weeks allotted. He also 
stated that plans are being considered 
at this time for the staging of the 
second school to be held next year. 





Continuous Policies 
Proposed by Brokers 


NAIB TO SUBMIT TO COMPANIES 





Past President Middleton, Sponsor of 
Plan, Says Minimum of $7.50 Per 
Policy to Public Would Be Saved 
Col. George S. Middleton, Chicago in- 
surance broker who is a past president 
of the National Association of Insurance 
Brokers and currently a member of its 
governing committee, stated this week 
that proposals calling for the use of 
continuous policies for all fire and casu- 
alty lines will shortly be offered by 
NAIB for company consideration. How- 
ver, Col. Middleton made clear that the 
acceptance of the proposal would make 
no change in the relationship between 
agents or brokers and their insureds, 
inasmuch as they would continue to bill 
and to collect premiums and would be 
able to deliver personally the continu- 

ation billing for customer contract. 


New Forms Required 


Under the proposals, forms authorizing 
continuing coverage, Col. Middleton said, 
would be substituted for policies now 
traditionally carrying specific expiration 
dates. Renewal would be by billing and 
by the accompanying remittance and 
receipt of continuation premiums, with 
failure to remit a cause for termination. 
Billing could be arranged to conform to 
the present structure of policy periods. 

Changes in policy coverage favorable 
to the insured would be accomplished, 
after policy issue, by letter to the in- 
sured and by the filing of details of such 
changes with the State Department of 
Insurance having jurisdiction. However, 
changes unfavorable to the insured wou Id 
still have to be made by specific en- 
dorsement. 

Purpose of the proposals, Col. Middle- 
ton said, is to simplify procedures and 
SO lower insurance costs to the publi Ic. 
A minimum of $7.50 per policy, he felt, 
could be saved for “just about all” fire 
and casualty policies outstanding. Only 
exception, he said, would be certain spe- 
cialty lines where application of the con- 
tinuous form would be impractical. The 
$7.50 figure, he stressed, is a conservative 
estimate of costs involved in policy han- 
dling, and includes such items as policy 
writing, signing, filing, billing and col- 
lecting, remittance to the insurance 
carrier, letter of evidence to the insured, 
and proportionate shares of rent and 
related office overhead costs. 


Governors Approved Plan July 10 


The NAIB proposals were first sug- 
gested by Col. Middleton at NAIB’s 
recent annual meeting in St. Louis. At 
that time the board of governors re- 
quested that the plan be worked up in 
detail and presented to a later board 
meeting. This was done, Col. Middleton 
presenting his detailed proposals at the 
board’s July 10 sessions in New York. 
The board of governors at that meeting 
approved the plan as being in the public 
interest and authorized its presentation 
to the carriers for their consideration. 

Col. Middleton said this week details 
of such new home office forms and pro- 
cedures as would be required have been 
worked up and will be included in the 
proposals as offered for company con- 
sideration. 


G. W. Yuengling Dead 


George W. Yuengling, 80, an insur- 
ance broker in New Canaan, Conn. for 
many years, died July 23 after a short 
illness, 

A prominent alumnus of Princeton 
University, Mr. Yuengling was a class 
treasurer and member of the executive 
committee as well as the Graduate Coun- 
cil. He organized the Princeton Club 
of New Canaan and was its first presi- 
dent. He was also a past president of 
New Canaan Playhouse and the local 
country club. A sister, niece and nephew 
survive him. 
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Wallace Reid, N. Y. Agency 
Leader for 40 Years, Dead 


Wallace Reid, one of the great figures 
in New York insurance agency circles 
from 1906 until his retirement in 1945, 
died July 23 at St. Luke’s Hospital, New 
York, at the age of 87. He is survived 
by his son, Hugh W.; a daughter, Miss 
Margaret D. Reid; a sister, Miss Eliza- 
beth Reid; two grandchildren and two 
great-grandchildren. 

In addition to operating his own gen- 
eral insurance agency, Mr. Reid held 
directorships in many insurance compa- 
nies in New York and New Jersey. He 
was a member of the New York Fire 
Insurance Exchange and_ served for 
many years as chairman of the commit- 
tee - fire patrol of the New York Board 
of Underwriters. He was also a charter 
member of the Insurance Society of 
New York and a former trustee of 
Franklin Savings Bank. 

Mr. Reid was a former member of the 
New York Yacht Club, Grolier Club, 
Union Club, Metropolitan Club and 
Down Town Association. He was for 
many years a summer resident of East- 
hampton, L. I., where he was a member 
of the National Golf Links and a founder 
of the Devon Yacht Club. 


BLAKE WYOMING STATE AGENT 


The Phoenix of Hartford Insurance 
Cos. has announced promotion of John 
B. Blake to state agent in the Wyoming 
field. A veteran of the United States 
Army and a graduate of Trinity College, 
Hartford, Mr. Blake joined the Phoenix 
in 1950. Upon his completion of the 
Phoenix’ home office field training pro- 
gram he was appointed special agent and 
transferred to Colorado in 1953. Mr. 
Blake was transferred to Wyoming in 
1954. He makes his headquarters in 
Casper, Wyo. 
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America Fore Group’s Midyear Results 


(Continued from Page 1) 


increase of $11,275,649, Niagara Fire, 
$222,155,828, an increase of $14,621,257; 
Fidelity and Casualty of New York, 
$278,565,547, a decrease of $1,042,108. 

By individual companies, policyholders’ 
surpluses at market quotations as of 
June 30 were Continental, $331,962,688, 
an increase of $2,170,191 over December 
31; Fidelity-Phenix, $315,134,023, an in- 
crease of $4,100,202; Niagara, $145,495,- 
939, a decrease of $2,665,634 from De- 
cember 31; and Fidelity and Casualty, 
$123,140,875, an increase of $569,942. 


Investment Income Higher 


Net investment income of all compa- 
nies showed an increase for the period 
ending June 30 as compared with the 
investment income for the same period 
of 1956. In concluding his report to 
stockholders, Chairman and President J. 
Victor Herd stated that there was little 
in the current picture that might give 
encouragement to the expectation of 
better underwriting results in the near 
future. 

Property insurance claims were con- 
tinuing at an unprecedentedly high vol- 
ume and intensity. Unprofitable results 
in automobile insurance reflect the high 
incidence of automobile casualties, he 
said. Third party coverages such as 
automobile bodily injury and property 


damage are the. principal offenders, al- 
though another expensive source of 
claims, during the first six months of 


1957, were those arising from flood dam- 
age to automobiles at many points 
throughout the United States. 


Individual Companies 


The comparative results and ratios by 
company are as follows: 

Continental: Premiums written $35,- 
939,803, an increase of $3,657,830. Loss 
ratio to earned premiums, 62.96%. Ex- 
pense ratio to written premiums 46.48% 
Increase in unearned premium reserve 
$5,301,748. Underwriting loss $5,354,926 as 
compared with $3,236,674 loss for the 
same period in 1956. Net investment in- 
come $5,598,198. 

Fidelity-Phenix: Premiums written 
$28,839,511 an increase of $4,159,160. Loss 
ratio to earned premiums 64.09%. Ex- 
pense ratio to written premiums 44.70% 
Increase in unearned premium reserve 
$4,179,361. Underwriting loss $4,036,181 
as compared with $2,839,682 loss for the 
same period in 1956, Net investment in- 
come $4,819,543. 

Niagara: Premiums written $36,828,218, 
an increase of $19,820,231. Loss ratio to 
earned premiums 53.65%. Expense ratio 
to written premiums 50.85%. Increase in 
unearned premium reserve $15,177,536. 
Underwriting loss $8,690,128 as compared 
with $2,898,298 loss for the same period 
in 1956. Net investment income $3,082,857. 
In the case of the Niagara the sharp 
rise in premiums, unearned premium re- 
serve and underwriting loss is due largely 
to the company reinsuring much of the 
non-liability coverage under multiple line 
policies which formerly went to the 
Fidelity & Casualty under specific poli- 
cies. 

Fidelity & Casualty: Premiums writ- 
ten $50,883,742, a decrease of $11,963,559. 
Loss ratio to earned premiums 84.24%. 
Expense ratio to written premiums 
30.01%. Decrease in unearned premium 
reserve $3,933,135. Underwriting loss 
$6,633,586 as compared with $528,884 loss 
for the same period in 1956. Net invest- 
ment income $3,606 328. 


Niagara-Fidelity & Casualty Reinsurance 


In his semi-annual report President 
Herd told stockholders: 

“Effective January 1, 1957 the Fidelity 
and Casualty reinsured, and the Ni agara 
Fire assumed, all of its outstanding in 
force boiler and machinery, plate glass 
and burglary business. Since January 1 
all writings of this character origin< ating 
under Fidelity and Casualty policies 
automatically have been reinsured into 
the Niagara Fire. Thus the so-called 


property insurance coverages are as- 
sumed by the property insurance com- 
panies leaving the essentially third party 
coverages for the account of the Fidelity 
and Casualty. For many years certain 
other traditional property insurance cov- 
erages originated by the Fidelity and 
Casualty have also automatically been 
reinsured into the property insurance 
companies of the group. For example, 
the important automobile physical dam- 
age coverages (fire, theft, comprehensive 
and collision) are and have been con- 
sidered property insurance coverages for 
many years and as such have been lodged 
with our property insurance companies 
regardless of company of origination. 

“The effect of this transaction on the 
period under review has been to modify 
the written premiums of the Fidelity 
and Casualty and similarly to increase 
the premium writings of the Niagara 
Fire. 

“During the period under review the 
reserves of the Fidelity and Casualty 
for claims incurred but not reported 
and for future claims expenses were aug- 
mented. This adjustment is also reflected 
in the underwriting results reported for 
the period. 

“At mid-year there was little in the 
current underwriting results which might 
reliably be construed as encouragement 
for improved results in the near future. 
Increase premium earnings are beginning 
to reflect increased rates and premiums 
for our products. However, property in- 
surance claims were continuing at an 
unprecedently high volume and intensity. 
Destructive storms throughout the coun- 
try continued to make the headlines with 
disconcerting regularity. 

“Automobile casuz ilties continue to be 
reflected in the unprofitable results in 
the automobile insurance business. One 
expensive source of claims during the 
first six months arose from flood damage 
to automobiles at many points through- 
out the United States. However, third 
party coverages such as_ automobile 
bodily injury and property damage con- 
tinue to be the primary offending classes 
written by your companies. Tighter 
traffic regulations, increased premium 
rates and public awareness are contrib- 
uting their share toward ultimate solu- 
tion of the fire-casualty industry’s cur- 
rent tribulations. Positive supplementary 
and complementary actions by the in- 
surers themselves will continue to be 
essential forerunners to any dependable 
return to underwriting stability.” 





Brough, Temple Promoted 
By Pacific National Group 


In a letter to Pacific National Group 
agents in eleven western states, Presi- 
dent John A. Steel announced two ma- 
jor administrative appointments at the 
Group’s executive offices in San Fran- 
cisco. Vice President C. A. Brough has 
been promoted to the home office staff 
to assume executive responsibilities with 
the Paramount Fire Co. 

Douglas M. Temple, CPCU, former 
assistant manager, has been advanced to 
Pacific Coast manager. He has been 
assigned responsibilities for production 
and development of the eleven state area 
and will devote his attention to servicing 
agents through the Pacific National field 
force. 

Mr. Brough joined the Pacific National 
in 1945 after many years of fire and 
marine underwriting and field experience 
with North America and Phoenix of 
Hartford. Active in industry affairs, he 
is a member of the governing committee 
of the Board of Fire Underwriters of the 
Pacific. 

Mr. Temple is a graduate of Queen’s 
College, Kingston, Ontario and holds an 
MBA degree from Golden Gate College. 
He came to Pacific National in 1956 after 
broad experience as local agent, field- 
man and underwriter in all lines of 
insurance, 








To Our Broker Friends: 


A. & H. and LIFE IS THE WAY! 


which are listed below. 
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Now=--in a period of increasingly keen 
competition=--is the time for brokers, espe-- 
cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 
streamlined INCOME PROTECTION. 


We strongly urge brokers, intent on 
building up a quality clientele, who are 
willing to accept the challenge of modern 
selling and underwriting techniques, to bring 
your problems to us. We have the know-how to 
help you! 


All of our facilities are centralized 
UNDER ONE ROOF which enables our brokers to 
render efficient service QUICKLY. 


Give close attention to the A. & H. and 
Life coverages, all the latest on the market, 





You can be certain 


that if you recommend them to your clients 
you will be adding to their security and 
peace of mind. At the same time your own 
commission earnings will increase. 


enjoy the security of experienced, 


@ NON-CANCELLABLE A. & H. 


e GUARANTEED RENEWABLE 
Adjustable Premium 


@ SUBSTANDARD A. & H. 


e LIFE INSURANCE—PAR or NON-PAR 


Quantity Discounts 


e EMPLOYEE GROUP—A. & H. or LIFE 
e AVIATION—COMMON CARRIER 


e HOSPITALIZATION 
Individual or Family 


e SPECIAL RISKS 
Jumbo Lines—Athletics 


e CANCER—New Employee Group—and now 


e MAJOR MEDICAL—Individual 


er Family 


Test our Service today! Compare it with 
others with whom you have been dealing... 


courteous 


help from our staff of specialists. 


FIRE 


Yours sincerely, 


gO 


DLE Dean S Sim, 


General AGENTS ann UNDERWRITERS 


BONDS - CASUALTY - DISABILITY 


- MARINE - LIFE 


75 MAIDEN LANE, NEW YORK 38 
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SAMUEL REITER TO RETIRE 


Popular Secretary of American 45 Years 
With Company; Headed Field 
Production in Eastern Field 

Samuel H. Reiter, after a career of 
service with the American 
Insurance Co., of Newark, will retire on 
August 1. He joined the American in 
1912 and served in the accounting de- 
partment, later broadening his experi- 
ence in the brokerage and service depart- 
ment, He is widely known and highly 
popular in the Eastern field. _ 

In 1923 he became a special agent 
traveling in the New Jersey field. He 
was made state agent for New Jersey in 
1939, and in 1949 was appointed a field 
supervisor. Mr. Reiter’s responsibilities 
were increased to cover field production 
in New York, New Jersey, Pennsylvania 
and Delaware, exclusive of metropolitan 
New York City and Philadelphia. 

In 1950 Mr. Reiter was elected an as- 
sistant secretary, and in 1951 was named 
secretary of the company. His most 
recent assignment was as superintendent 
in the production division of the opera- 
tions department in the Newark head 
office. 

Mr. Reiter, a native of Newport, Pa., 
has been a member of Blue Goose and 
of the New Jersey Fieldmen’s Associa- 


tion. 


45 years’ 


WILLARD H. JOHNSON DIES 


Engineer and Editor With National 
Board of Fire Underwriters; 
Colonel in World War II 
Willard H. Johnson, engineer and edi- 
tor for the last 17 years with the Na- 
tional Board of Fire Underwriters here, 
died suddenly July 17 at his home, in 
Summit, N. J. He was 55 years of age. 
Mr. Johnson, yee was born in Tor- 
rington, Conn., was graduated from Tufts 
College Engineering School, with a 
sachelor of Science ‘Sites in Chemical 
Engineering, and later took graduate 
work at American University. During 
World War II, Mr. Johnson was a 
colonel in the Corps of Engineers on 
combat, construction, liaison and general 
staff duty in India, Burma, China, and 
Manchuria. He was cited five times. 

sefore joining the National Board 
on August 1, 1940, Mr. Johnson was 
assistant engineer for six years with 
the North Jersey Transit and Newark 
Subway System. Later, he was for four 
years engineer in charge of construction 
for the Southern New York flood con- 
trol area. In 1937 he was city manager 
f Rehoboth Beach, Del. 
With the National Board he was office 
engineer in charge of editing reports 
based on municipal fire protection sur- 
veys and miscellaneous and special prob- 
lems in the same area. He leaves his 
wife, Mrs. Margaret Ellis Johnson; a 

, Will ard; a daughter, Marilyn, and a 
sister, Mrs. Kenneth M. Donaldson, of 
Sidney, N. Y. 


Royal-Globe Changes in 


Tennessee and Kentucky 

The Royal-Globe Insurance Group has 
innounced changes in the South. James 
W Baxendale has been appointed as- 
sistant regional manager with headquar- 
ters in Nashville. He has been a field- 
man for the Royal-Globe for nine years. 
Recently he served as assistant agency 
secretary in the Southern department of 
the New York office. 

James W. Stanton, formerly of Nash- 
ville office, has been transferred to 
Louisville as a casualty superintendent. 
Assisting him is Lee Davis who recently 
completed training courses in the New 
York and Nashville offices. James C. 
Curtis will have headquarters in the 
Louisville office and will supervise fidel- 
ity and surety work in Kentucky. 

Joseph T. Alex has been appointed 
casualty superintendent at Nashville. 
Associated with Mr. Alex as underwriter 
is Carl E. Davis. Frank E. Hatcher has 
been appointed special agent in the 
Knoxville office. 


Lothéren’s Talk 


(Continued from Page 23) 


plete and practical handling of all non- 
concurrencies. 
Reporting Form Coverage 

“There are frequent claims today in- 
volving reporting form policies with 
coverage restricted to stock where the 
primary insurance is not concurrent with 
the reporting form. The primary insur- 
ance is quite often written with some 
policies covering contents and_ others 
specific on stock or fixtures. It is real- 
ized by both companies and adjusters 
that when a reporting form policy and 
primary insurance are not concurrent 
as to coverage, an arbitrary means must 
be found to determine the loss that is 
covered under the excess policy. The 
basic provision of the reporting form 
policy states that— 

‘*This policy does not attach or be- 
come insurance... until the liability of 
such specific insurance has been ex- 
hausted, and then shall cover only such 
loss or damage as may exceed the 
amount due from such specific insurance 
after application of any . coinsurance 

. or clauses...’ 

“In the average claim involving a re- 
porting form restricting coverage to 
stock, the primary non-concurrent in- 
surance is usually subject to coinsurance. 
Therefore the liability of the primary 
coverage is resolved in accordance with 
the limit of liability rule. 


Liability of Excess Carrier 


“The determination of liability to the 
excess carrier is where difficulty arises. 
There FP no provision within the co- 
insurance clause that permits a break- 
down of the result secured in applying 
the coinsurance clause under a contents 
policy to stock or to fixtures separately. 
If an attempt were made to do so, we 
believe the insured could take exception 
to it. It must be admitted that the co- 
insurance limitation represents the max- 
imum recovery under the primary blan- 
ket policy. 

“In the event a claim of this type 








REINSURANCE 


THE 


LON 
TORONTO 








116 JOHN STREET, NEW YORK 38, N. Y. 


DON e PARIS = 
VANCOUVER ¢« MONTREAL eo 





SYDNEY 
SAN FRANCISCO 








were to be litigated, an insured could 
and undoubtedly would say that the co- 
insurance limitation under the contents 
policy represented reimbursement for 
loss to the furniture and fixtures not cov- 
ered under the reporting form contract. 
This, in turn, would permit the insured 
arbitrarily to deduct the furniture and 
fixtures loss from the coinsurance limi- 
tation of the contents policy and to say 
that the residue represented the only 
recovery received from those companies 
in payment of his stock loss. 

“As there is a difference of opinion in 
the industry as to the amount to be con- 
sidered as excess loss under a reporting 
form for losses in this category, I feel 
that some procedure — an independent 
Agreement of Guiding Principles — 
should be developed. 

“Up to the present time, to my knowl- 
edge, there has been no attempt to liti- 
gate a claim with this type of insurance 
involvement, so we are not in a position 
to know the interpretation of the courts. 
To avoid conflicts in philosophy that exist 
on this point, I would recommend, in the 
sale of this insurance or through month- 
ly reports, that provision be made for 
disclosure of the type of primary insur- 
ance carried. This woud permit reform- 
ation by placing all insurance into bal- 
ance as to coverage and permit the con- 
tracts to be properly applied to the loss 
problem,” Mr. Lothgren stated. 


Royal-Globe Names Two 
Specials for Ohio Area 


The Royal-Globe Insurance Group has 
appointed two special agents for Ohio 
territory. Donald Engle has been as- 
signed to Cuyahoga County to assist 
State Agent Robert Bright while Harold 
Dorzweiler has been transferred to the 
Cincinnati office where he will assist 
Manager R. E. ‘Sewell. 

Mr. Engle, graduate of Toledo Univer- 
sity and the Royal-Globe production 
course in New York, was most recently 
a field trainee in Cleveland. Mr. Dorz- 
weiler, University of Wisconsin grad- 
uate, served two years in the U. S. Army 
before attending the company’s produc- 
tion school in New York. He was most 
recently with the Chicago office. 


T. R. Fletcher Dies at 80 

Thomas R. Fletcher, 80, United States 
manager of the Scottish Union & Na- 
tional from 1946 to 1948, died July 6 in 
Hartford Hospital. Mr. Fletcher began 
his insurance career with Queen Insur- 
ance Company. He joined the Scottish 
Union in 1910 and served in the Minne- 
sota and Illinois territories until he was 
called to the Hartford office in 1921. 
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London Assurance Companies Gain 


In Assets And Premiums In 1956 


Combined assets and volume of pre- 
miums written by The London Assurance 
and its 15 subsidiaries throughout the 
world reached new highs during 1956, R. 
Olaf Hambro, governor of the London’s 
board of directors, declared in the com- 
pany’s annual report, just received in this 
country. The company, one of the two 
oldest capital stock insurance organiza- 
tions in the world, was founded in 1720. 

Adverse experience in the fire and ac- 
cident departments, which offset an “ex- 
cellent profit record in the marine de- 
partment, produced a total underwriting 
deficit for the year,” the governor noted. 


Premiums and Assets Rise 


Premium volume for the year totalled 
£25,187,055, compared with £19,866,305 in 
1955. The overall loss for the group on 
the year’s operations was £68,362. Com- 
bined assets of the group on December 
31, 1956, were £62,412,563, compared with 
£55,945,795 at the end of 1955. 

Mr. Hambro pointed out that the con- 
solidated income statement reported fig- 
ures fur two subsidiaries which had not 
been included in previous years. They 
are the Guarantee Insurance Co. which 
became a part of the group’s operations 
in the U. S, in mid-1955, and the Secur- 
itas of Bremen. The shares of the Se- 
curitas were acquired in 1936 but dur- 
ing World War II and the period of 
financial adjustment which followed the 
war it was impossible to consolidate the 
company’s accounts with those of the 
group. 

Commenting that “over all, the year 
has been a bad one,” Mr. Hambro re- 
ferred specifically to difficulties encount- 
ered in fire and accident operations, 
“principally in North America. At the 
present time, the insurance business in 
the United States is undergoing changes 
for which the word ‘revolutionary’ would 
not be too strong an adjective,” the gov- 
ernor reported in a section dealing with 
the trend toward multiple-line under- 
writing by carriers here. 


Adjustments Needed in U. S. 


“Now that the barrier between the 
two classes (fire and casualty) has come 
down, there has been much experimenta- 
tion in the field of comprehensive insur- 
ance accompanied by a broadening of 
cover and a reduction in rates,” he point- 
ed out. “Just how long it will take to 
rectify the anomalies and bring the busi- 
ness back on to a sound footing I can- 
not foretell. A beginning has been made 
in bringing rates on to a more realistic 
footing, in particular a welcome increase 
in motor rates in California. It is obvious 
that adjustments are necessary in other 
classes of business, and it is to be hoped 
that they will not be long delayed .. .” 
_ Mr. Hambro suggested that changes 
in the insurance business in North 





Chubb & Son Rocky Mt. 
Office Opened in Denver 


Chubb & Son announce opening of a 
Rocky Mountain office located in Mile 
High Center Building, Denver, Colo. This 
office will serve Colorado, Wyoming and 
New Mexico. 

The office will be under the manage- 
ment of C. S. Housman, who has spent 
his entire business career in that area. 
He was formerly manager of the Denver 
office of the American Insurance Co. 
with which company he had been con- 
tinuously associated for 27 years. E. F. 
Reid will be associated with Mr. Hous- 
man, 


America had come at an unfortunate 
moment. “Although 1956 was not a year 
in which damage has been caused to a 
great extent by hurricanes such as those 
which visited the territory in 1954, the 
total cost of damage by fire was excep- 
tionally heavy. 

“These difficulties have, of course, af- 
fected all insurers in North America, for 
Canada has suffered the same rise in fire 
losses as the United States and has also 
been affected to some degree by the 
changes—and in particular the broaden- 
ing of cover—which have had such an 
adverse effect in the United States.” 


Damage in United Kingdom 


Although the cost of fires was not 
“inordinately high” in the United King- 
dom during 1956, the year was an ex- 
pensive one for insurers because of the 
damage done by frost in the early part 
of the year, the governor stated. 

In the United States The London As- 
surance is represented by a branch of 
the parent company and by the Man- 
hattan Fire and Marine and the Guar- 
antee. The London entered the U. S. in 
1872. The chief executive officer for 
operations here is Kenneth J. Bidwell. 

Company subsidiaries, in addition to 
those domiciled in the U. S., include the 
3ritish Law, the Citadel of Canada, the 
Clive Insurance Co., the Commercial of 
Australia, the Guildhall Insurance Co., 
the Leadenhall Underwriting Agency, 
Ltd., the London Assurance Nominees 
Ltd., the Master Builders’ Insurance Co., 
the Real Australia Insurance Co., “Se- 
curitas” Bremer Allgemeine Versiche- 
rungs-Aktiengesellschaft and the Vulcan 
3oiler & General Insurance Co. 


IMCA STARTS 12TH YEAR 

The Inland Marine Claims Association 
of New York, Inc., commences its 12th 
year with a nation-wide membership of 
110 active inland marine loss men. The 
association is living up to the best ex- 
pectations of its 12 founders. A recent 
forum covering home-owners policies 
and another on various types of trans- 
portation insurance were attended by 
more than 80 members and guests. 


GEORGE CLARK PROMOTED 

The Phoenix of Hartford has promoted 
George J. Clark of South Windsor, Conn. 
to assistant examiner in the middle di- 
vision of the fire underwriting depart- 
ment. 
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Gelderman Manager of 
Fund Inland Marine Dept. 


Frederick A. Gelderman has been ap- 
pointed manager of the Fireman’s In- 
surance Group New York metropolitan 
inland marine department. He succeeds 
John Palumbo, resigned. Mr. Gelderman 
is a graduate of Trinity College and has 
been with the Fireman’s Fund for 10 
years in the inland marine field. He has 
specialized in commercial multiple lines. 


Chubb & Son Extend 
Phila. Office Services 


Chubb & Son announce an extension 
of the service of their Philadelphia office 
which heretofore has limited itself large- 
ly to underwriting fidelity and surety 
bonds. 

The expansion program which con- 
templates handling of all lines, will be 
under the direction of Dunning Len- 
nihan, who will assist Earl Hohbein, 
manager of the office. Mr. Lennihan, al- 
ready known through his work with 
agents in the Philadelphia area, has 
served in several departments of the 
company’s head office. In addition to 
his general insurance background, he is 
particularly familiar with the special cov- 
erages offered by Chubb & Son, which 
include the fire deductible, depreciation, 
and commercial property policies. 


Audrey Loss $21,000,000 


Estimated insurance losses from Hur- 
ricane Audrey were increased sharply 
with receipt of detailed reports from all 
affected areas in Louisiana and Texas 
and now are figured at $17,305,585 for 
General Adjustment Bureau companies 
alone, with other losses due to push the 
grand total to $21,000,000, according to a 
tabulation issued by James F. Miazza, 
general manager of the GAB’s south- 
western department in Dallas. 


PEARL MANAGER RETIRES 
E. R.Frey, manager of the Philadelphia 
office of the Pearl- Monarch Group, Pearl 
Assurance Co. Ltd. and Monarch of 
Ohio, will retire September 1. Mr. Frey 
has been with the Group for over 22 
years. 


PITCHER OFFICE MOVES 
Lewis B. Pitcher & Co., Inc., inde- 
pendent adjusters, affiliated with Allied 
Adjusters, Inc., of Baltimore, is now lo- 
cated in larger quarters at 55 Liberty 
Street, New York City. 





45 JOHN STREET 


Telephone Nos. Digby 9-1736-7-8-9 


Multiple Line Facilities 
SUBURBAN 


NEW YORK CITY 


CASUALTY 





INLAND MARINE 


FRANK J. ROGERS AGENCY, INC. 


OCEAN MARINE 


NEW YORK 38, N. Y. 


COUNTRY-WIDE 


AUTOMOBILE 








Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 










111 John Street, New York 38, N.Y. 
Atlanta Los Angeles 
Baltimore Montreal 
Boston New Orleans 
Chicago Philadelphia 
Columbus, O. Pittsburg) 
Dallas San Francisco 
Houston ttl 






*, 


)WNERS’ COMPREHENSIVE - 
UFACTURERS OUTPUT 
milar covers, - 





Ree te A iif y 











H. J. PALUMBO’S NEW POST 





Joins Prov. Washington as Met. New 
York Inland Marine Manager; Was 
27 Years With Fireman’s Fund 

H. John Palumbo, a well known figure 
in New York inland marine circles, 
joined the Providence Washington’s 
metropolitan New York office on July 22 
as manager of the inland marine de- 
partment, it is announced by Arthur J. 
Schneider, general manager of that of- 
fice. 

Mr. Palumbo was previously connected 
with the Fireman’s Fund Insurance 
Group in a similar capacity in its metro- 
politan New York branch office. He had 
served that company for the past 27 
years. In fact, it was his first and only 
insurance connection. 

Rated as one of the best posted inland 
marine underwriters “on the street,” Mr. 
Palumbo is an active member of the 
Mariners Club of New York. 


Larson Moves to Stop 


Fictitious Groups in Fla. 


Insurance Commissioner J. Edwin Lar- 
son of Florida has issued an order de- 
signed to close a loophole in the law 
which has permitted some out-of-state 
insurance companies to sell insurance at 
preferential rates to certain individuals 
His order was aimed at those companies 
selling fire, casualty and surety insurance 
policies to national organiaztions whose 
membership includes residents of Flor- 
ida. The rule does not apply to the sale 
of accident and health insurance. 

Mr. Larson outlined the manner in 
which certain companies have been offer- 
ing preferred rates to prospective in- 
sureds. By working through national 
organizations of professional and busi- 
ness groups, the company would offer 
a lower rate to a member of the asso- 
ciation than a non-member would have 
to pay for identical coverage. The ar- 
rangement was usually handled on a 
master contract basis with an out-of- 
state broker dealing directly with the 
association headquarters. 

new state law which goes into 
effect on October 1, defines “fictitious” 
groups and prohibits the sale of insur- 
ance to members of such groups at a 
rate lower than that which an individual 
not a member of the group would have 
to pay. The new rule is in line with this 
law. 
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American Bar Association Members 


Hear British Executive Lord Knollys 


Chairman of Employers’ Liability of London Explains the 


Structure of the Insurance Industry in Britain; Market 


Setup, Relationships With British Government 


Knollys, 
British 


The Rt. Hon. Viscount 
GOMG. MBE. D.F-C., tep 
industrialist and chairman of Employers 
Liability Assurance Corp»Ltd. in Lon- 
don, stated that “Insurance industry in 
Great Britain is, in effect, self-regulating, 
as is Banking. But the system has 
worked, and generally to the satisfaction 
of the public and apparently of Govern- 
ments of every hue. There have been 
threats of nationalization, now milder 
and less insistent—for there certainly is 
no public clamor for it—in fact the re- 
verse.” 

In the course of an excellent talk, Lord 
Knollys told his audience at a meeting 
in the Grocers’ Hall, London of the in- 
surance section, American Bar Associa- 
tion of his nation’s peculiar problems and 
its efforts. He explained what Britain 
has to “aim at” and why its “economy is 

» different from others that it needs 
different treatment.” 

He said Britain is concentrating on an 
export drive with what she feels she 
can make and do best “in the fields in 
which we have invented, initiated or 
been leaders.” 

Britain, he explained, has to buy 
abroad almost all its raw materials, half 
of all its food and the whole of the fuel 
oil it uses. In order to pay for these 
essentials the country has to make in 
Britain and sell overseas a larger pro- 
portion of its production than must most 
other countries. 

rhe speaker devoted considerable com- 
ment to the structure and position of 
insurance industry in Britain. He ex- 
plained. “I know the United States well 
enough to realize that that is what is 
being thought and said, for I have tra- 
veled in your country every year for 
the last 25, and have been in every one, 
except one, of the States of the Union 
—and the territory of Hawaii.” 

Lord Knollys pointed to Britain’s 
achievements in the field of science, jet 
powered aviation and atomic power 
projects. He said that though unlike the 
United States, Britain did not have an 
ttomic submarine in commission, such a 
submarine was being built. 


Contributions of Insurance for Britain 

The distinguished speaker described 
insurance as one of his country’s “oldest, 
and as your compatriots generally admit, 
one of our most effective contributions 
to world trade. The non-Life side of it 
is also, as you know, a valuable con- 
tributor in dividends and interest to our 
foreign exchange balances as an ‘invis- 
ible’ export 

“British insurance has undoubtedly 
kept its highly important place in the 
world. I am certainly not going to talk 
to you of all people about legal aspects 
of insurance here, but I think you may 
be interested if I describe some of its 
operating features which may not be 
familiar to all of you. I am not saying 
our system is better. It simply is differ- 
eyt—conditions and requirements in our 





VISCOUNT KNOLLYS 


two countries differ so much and what 
is suitable in one may be quite unsuited 
to the other. 

“The first striking difference is that 
we have no agency system as you know 
it. Here almost anyone can be an agent. 
There is no system of licensing. Com- 
panies can deal direct with customers, 
though in practice most business is 
transacted through brokers or agency 
firms. And in the United States British 
insurance companies are wholehearted 
supporters of the great American 
\gency system. 

Companies and Lloyds Market 


“Our insurance market is made up dif- 
ferently from yours in that it is divided 
into two main sections differing com- 
pletely in organization and _ practice. 
We have Companies and Lloyds. The 
Companies operate broadly as_ stock 
companies do in the United States. 
Lloyds is composed of firms of brokers 
who introduce the business, and of un- 
derwriting syndicates which underwrite 
in groups. These have, as security, the 
bulwark of all their own personal re- 
sources, of special deposits and of a 
stringent audit system approved by the 
Board of Trade. The Companies and 
Lloyds are in active and lively competi- 
tion, but between them they write nearly 
$3 billion a year in premiums, divided 
roughly as to 70% for the Companies 
and 30% for Lloyds. Of the Companies’ 
share about 35% is transacted in the 
United States, and a large proportion 
of the balance is overseas business. 

“Another unusual difference is that, as 
in Banking, we have here no real state 
supervision. The latest version of the 
Assurance Companies Act—passed, it is 
interesting to note, by a Labor Govern- 
ment in 1946—did away with such de- 

(Continued on Page 30) 


British Prepare For 
Atomic Insurance 


DIRECTIONS TO U. K. INDUSTRY 


Contained in Report of Special Commit- 
tee; Five Enquiries Received There 
For Atomic Coverage 


The British Insurance (Atomic Ener- 
gy) Committee which was set up in the 
fall of 1955 has made its report on hand- 
ling risks arising from use of atomic 
reactors peace-time. The report which 
is addressed to companies and to Lloyd’s 
decides that “the risks involved are in- 
surable.” 

The Committee in its recommendations 
considers that maximum cover should be 
provided to the reactor owner in third 
party liability arising from radioactive 
contamination for damage to property 
and personal injury. 

The main task confronted is the cov- 
erage for the value of large power re- 
actors estimated at $85,000,000 for ma- 
terial damage of each reactor—and the 
liability arising from their use — and 
probably another $30,000,000 for each re- 
actor, This has caused the recommenda- 
tion that the whole insurance market 
collaborate to provide the maximum pro- 
tection. 

A code of safe practice in the opera- 
tion, it has been suggested, should be 
given the force of law. If all liability 
for radiation damage was channeled to 
the reactor owner, he could thereby 
cover his liability by a third party insur- 
ance. This would mean that the general 
public in Britain would not need any 
special coverage against such risks. 

Further the Committee recommends 
that so far as material damage insurance 
granted to the reatcor owner is con- 
cerned, this should be on an annual basis 
and for specified perils only, including 
certain new perils, and not for “all risks” 
subject to detailed exclusions. 

Cover for the owner in respect of 
profit, and consequential loss, after a 
reactor incident could only be provided 
if the market capacity had not been 
exhausted already in the cover granted 
for specific perils, and then only through 
insurance pools. Having made provision 
for the maximum cover to reactor own- 
ers for third-party liabilities the British 
Atomic Energy Insurance Committee 
recommends that insurers should agree 
to make clear that the risk of radio- 
active contamination from nuclear fis- 
sion or fusion is not covered by any 
existing insurance or reinsurance cover- 
ing property of any kind, or liability to 
third parties for property damage or 
personal injury; and not to covef on 
any terms the risk of radioactive con- 
tamination arising from nuclear fission 
or nuclear fusion by any future insurance 
or reinsurance covering property of any 
kind, or liability for third parties for 
property damage or personal injury, ex- 
cept in the case of reactor installations, 
concerns engaged in the fabrication, 
processing, or reprocessing, of atomic 
fuels, or risks arising from the specific 
radio-isotopes. 


No Special Recommendation About 
Other Forms of Insurance 


No special actions were recommended 
with regard to employer’s liability or 
workmen’s compensation policies for re- 
actor owners or other employers, life 
insurance, contract guarantees or per- 
formance bonds, or personal A. & H. 
insurance, 

_R. L. Hervey, of the Commercial 
Union, a member of the special com- 
mittee said technical panels are con- 
sidering such questions as premiums 
which would vary as between stations, 
but he does not think the qeustion of 
premium “would affect the cost of a 
nuclear power station as to whether or 
not it should be built.” 

_ The Committee has already received 
five enquiries for the insurance of for- 
eign reactors. The market is expected 
to be a big one and to provide very large 
invisible earnings for British companies. 
Present plans envisage the construction 


Industrial Hygiene 
Dept. Established 


BY CONTINENTAL CASUALTY 
Anthony Woewucki, Jr., Heads Research 
Into Problems From Handling Toxic and 
Dangerous Materials; Laboratory Set Up 

Continental Casualty Company has 
established an industrial hygiene depart- 
ment supervised by Anthony Woewucki, 
Jr. The industrial hygiene department 
will conduct research with the chemical, 
medical and engineering problems asso- 
ciated with the handling of toxic and 
dangerous material. The department will 
provide technical assistance to the en- 
gineering department in approving a 
given situation, hold seminars with com- 
pany field engineers to familiarize them 
with the fundamental concepts of indus- 
trial hygiene, and accompany the engi- 
neers in the field to recommend control 
measures. 

To Conduct Studies 


In addition to this field activity Mr. 
Woewucki will supervise a fully staffed 
and completely equipped laboratory. 
Field sampling equipment and laboratory 
instruments will enable the department 
to conduct studies relating to causes of 
occupational diseases, such as gas fumes 
and radiation, air and stream pollution, 
impure cosmetic, consumer-used dyes 
and glues, handling of explosives and the 
hazards of excessive noise. 

Mr. Woewucki, of Hackensack, New 
Jersey, has over eight years’ experience 
in the Insurance Industrial Hygiene 
field. He received a B. S. degree in 
Chemical Engineering in 1943 from 
Northeastern University, Boston, Mass., 
and is an active member of the American 
Industrial Hygiene Association, Air Pol- 
lution Control Society Association and 
the American Chemical Society. 





G. J. Begg, Jr., 43, Dies 

George J. Begg, Jr., formerly safety 
engineer with The Travelers in Newark 
died last week of lung cancer at his 
home in Bloomfield, N. J. Mr. Begg was 
43. He worked as safety engineer for 
the insurance company for 20 years. He 
was born in Beverly, Mass., and gradu- 
ated from Northeastern University in 
3oston as a civil engineer in 1936. He 
moved to New York City for a number 
of years and 12 years ago went to reside 
in Bloomfield. 

For 10 years Mr. Begg was a lecturer 
in industrial safety at Newark Colege of 
Engineering. He served as president ot 
the Bloomfield Safety Council for five 
years. Mr. Begg was a member of West- 
minster Presbyterian Church, Bloomfield. 





MISSOURI SPEED LIMITS 
Governor James T. Blair signed (July 
9) a speed limit bill into Missouri law. 
The measure calls for 70 miles an hour 
in the daytime on divided and other 
federal highways and 85 on all other 
roads, and 65 on federal roads at night 
and 60 on all other roads. It also sets a 
limit of 45 miles an hour through cities 

and towns unless otherwise posted. 





of more than 100 nuclear power plants by 
1970. . 

American markets are excluded from 
this report because they will be hand- 
led through the offices of British com- 
panies in the United States, and these 
offices expect to play a large part in 
facilitating atomic insurance in North 
America. 

It is realized that foreign governments 
will have to play their part if the own- 
ers of their reactors are to share in 
insurance protection. The British pool 
will likely refuse to build up large 
reserves to be invested in other than 
sterling and dollar countries as they now 
have to do with other branches of in- 
surance. Most British companies have 
already set aside reserves for atomic 
risk business, and it has been suggested 
in London that taxation on the earn- 
ings of these funds should be lenient 
until the funds have become adequate. 
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Leo C. Delaney Will 
Retire This Year 


AFTER 47 YEARS WITH F. & C. 


To be Succeeded by William J. Culbert 
As Resident Manager of America 
Fore Company in Hartford 


Leo C. Delaney, resident manager at 
Hartford, for Fidelity and Casualty of 
New York, who recently celebrated his 
47th anniversary with that company, 
has requested retirement before the end 
of the year under the company’s retire- 
ment plan. William J. Culbert, formerly 
resident manager for F. & C. at Brook- 
lyn, N. Y., has been named resident 
manager at Hartford. 

A native of Kingston, N. Y., Mr. Cul- 
bert attended Commerce High School 
and City College of New York. He 
began his insurance career with Appleton 
and Cox, Inc., in New York City. He 
joined the Fidelity and Casualty Com- 
pany of New York, in 1921 in the home 
office bonding department in New York 
City. He transferred to the accounting 
department and later to the auditing 
department where he became country- 
wide payroll auditor. For a time he 
served as a member of the risk examin- 
ing committee and with the rating de- 
partment. 

In 1938 he was appointed a special 
agent for the eastern department in 
Queens, Nassau and Suffolk counties. 

In 1946 he became district agent for 
F. & C. at Stamford, Conn. When the 
Brooklyn branch office was opened by 
America Fore in 1951 Mr. Culbert was 
appointed resident manager for The 
F. & C. He transferred to Hartford 
last April. 


Leo C. Delaney’s Career 


Mr. Delaney was born in Albany, 
N. Y. He joined The Fidelity and 
Casualty in 1910 as a special agent at 
Milwaukee, Wisc. He later was ap- 
pointed resident manager for the com- 
pany there. In 1935 he transferred to 
the Hartford office as resident manager. 

During World War I Mr. Delaney 
served overseas as a lieutenant in the 
field artillery. He is a member of the 
Casualty and Surety Association of Con- 
necticut and Wampanoag Country Club. 


Effect of Court Ruling 
On WC Rates in Michigan 


Michigan workmen’s compensation 
rates may rise as a result of recent 
State Supreme Court opinions in effect 
liberalizing the compensation act, ac- 
cording to Arthur S. Cowlin, general 
manager of the Michigan Workmen’s 
Compensation Rating Bureau. 

Mr. Cowlin characterized as “prema- 
ture and could very well be unfounded” 
predictions by Thomas H. Quimby, 
workmen’s compensation department di- 
rector, and Benjamin Marcus, Muskegon, 
State Bar of Michigan compensation sec- 
tion chairman, to the effect that the 
court decisions would not “materially 
increase insurance rates.’ 

“It is too early to predict what effect 
upon rates may result from the court’s 
ruling that an injury no longer need be 
caused by accident to qualify a worker 
for compensation,” Mr. Cowlin com- 
mented. “The two mid-June decisions 
which produced this ruling have created 
a —_ concept of compensable injuries 

Michigan. Prior to the decisions, in- 
« Been companies paid claims on_ the 
basis of injury caused by accident. Now 
the law covers any injury arising out of 
and in the course of employment, in- 
cluding those caused by aggravation of 
an existing affliction.” 


CENTRAL OHIO IASA OFFICERS 

lhe Central Ohio chapter of the Insur- 
ance Accounting and Statistical Associa- 
tion elected the following officers recent- 
ly: Clifford McWilliams, Republic In- 
demnity, president; E. Landthorn, 
Automobile Club Ins., vice president; 
George Gray, Midland "Mutu: il, secretary 
and Richard A. Sellers, Motorists Mu- 
tual, treasurer. 


Leggett Calls Hearing 
On WC Rates in Missouri 


Missouri Superintendent of Insurance 
C. Lawrence Leggett has scheduled a 
public hearing for August 1 in St. Louis 
on a proposed general increase in work- 
men’s compensation rates for Missouri. 
The increase would be in excess of 8% 
and take effect from September 1. 

The increase has been applied for by 
the National Council on Compensation 
Insurance and would apply to new and 
renewal business and to the unexpired 
portions of other policies. 

The proposed increase in the compen- 
sation rates has been anticipated in Mis- 
souri insurance circles and by the em- 
ployers since the 1957 Missouri General 
Assembly passed a number of bills that 
increased the benefits to injured workers 
and also extended the periods under 
which they are to receive such benefits. 

The major workmen’s compensation 
bill enacted by the Legislature was one 
which was developed by the Labor-In- 
dustry Advisory Committee appointed 
early this year by Governor James T. 
Blair, Jr. This Senate bill increases the 
maximum benefits $2.50 a week and it 
also contained a number of provisions 
sought by employers to improve the op- 
erations of the Workmen’s Compensation 
Act. 

The hearing on August Ist will take 
up any other phase of the business of 
workmen’s compensation insurance upon 
which any of the persons in attendance 
may wish to be heard. 


MOFFETT MADE VICE PRES. NAII 

The election of Henry L. Moffett, vice 
president, Secured of Indianapolis, as 
a vice president of the National Associa- 
tion of Independent Insurers has been 
announced by Vestal Lemmon, NAII 
general manager. 


TRAVELERS MEN PASS EXAM. 
Stephen S. Makgill, Allen D. Pinney, and 
Phillip A. Williams, Made Fellows of 
Casualty Actuarial Society 

The Casualty Actuarial Society has 
announced that Stephen S. Makgill, 
Allen D. Pinney, and Phillip A. Williams 
of the casualty, fire and marine actuarial 
department of The Travelers have suc- 
cessfully passed examinations to become 
fellows of the Society. 

The Society, which promotes actuarial 
and statistical science as applied to 
the problems of casualty, fire and so- 
cial insurance, is now in its 43rd year. 
Admission as a Fellow of the Society 
comes only after a candidate has suc- 
cessfully completed all eight sections of 
the examination. 

Mr. Makgill joined The Travelers in 
1952 in the casualty actuarial department. 
A native of New Zealand, he attended 
Kings College and was graduated from 
the University of Michigan where he 
received his A.B. degree. He was a 
member of Phi Kappa Psi fraternity. 

Mr. Pinney, a graduate of St. Law- 
rence University, joined The Travelers 
in 1953 in the casualty actuarial depart- 
ment. He is a veteran of two years’ 
service with the Navy in World War 
II]. Mr. Pinney is a native of Albany. 

Mr. Williams has been a member of 
the casualty actuarial department of The 
Travelers since 1951. A _ native of 
Greensboro, N.C., he was. graduated 
from the University of North Carolina 
where he was elected to Phi Beta Kappa. 


WESNER STAND-IN FOR TURNER 

Fidelity and Deposit has announced 
that Lawrence E. Wesner, who has been 
associated with its Philadelphia office 
for the past eleven years, has been as- 
signed to Indianapolis where he will help 
Assistant Manager O. W. Schooley han- 
dle the affairs of that office during the 
absence of its manager, Ben R. Turner, 
Jr., due to illness. 
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EDWARD M. BROWN’S CHANGE 


Joins Continental Casualty in New York 
As Resident Vice President East- 
ern Fidelity & Surety Dept. 

Edward M. Brown, has been appointed 
resident vice president, Continental Cas- 
ualty’s eastern fidelity and surety de- 
partment at 76 William St., New York 


EDWARD M. 


BROWN 


City. Mr. Brown, who has more than 25 
years experience in the insurance and 
surety field, has spent his entire business 
life in the Metropolitan New York area 
He began his career with the Century 
Indemnity. After 14 years he joined the 
National Surety where, for 11 years, he 
was manager of their New York office 
For the past year he has handled all 
lines of insurance as production man- 
ager of the Aetna’s New York office 
Mr. Brown has studied at the Insur- 
ance Institute in New York as well as at 
New York University and Columbia Uni- 
versity. A member of the Bankers Club 
and the New York Athletic Club, he is 
also a past president of the Surety 
Underwriters Association of New York. 


London Group Promotes 


R. J. Parker on West Coast 

Russell J. Parker of Los Angeles has 
been elected a vice president of Guar- 
antee Insurance Co., a member of the 
London Group, Kenneth J. Bidwell, chief 
executive officer of the Group, announced 
on July 24. 

Mr. Parker, who joined the London 
in April, is in charge of the Group’s 
casualty operations in the Pacific Coast 
regional territory, consisting of the 11 
western states, Hawaii and Alaska. 

His appointment makes no change in 
the status of T. A. Long in the London 
Group who continues as executive vice 
president of the Guarantee Co. and as 
Pacific Coast regional manager of the 
Group 

Mr. Parker began his insurance career 
in 1924 in the Oakland, Calif. branch offi- 
ce of the Globe Indemnity. In 1935 he 
was appointed Oakland branch manager. 
Three years later he was made stiperin- 
tendent of Globe’s Pacific Coast de- 
partment in San Francisco. In 1939, he 
became assistant manager of the Pacific 
Coast department. 

Mr. Parker joined National of Hart- 
ford on 1944 as assistant manager of the 
casualty-surety divisions for the 11 Pa- 
cific Coast states and Hawaii. In 1950 
he was named National’s resident man- 
ager in charge of all casualty and surety 
operations for the Pacific Coast terri- 
tory, from which post he recently re- 
signed. 

NEW MEMPHIS CLAIM OFFICE 

The Kemper Group has openes da new 
branch claim office in Memphis, Tenn. 
The office is under the management ol 
Urban E. Schissel. 
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Passage of H.B. 712 in 
Pa. Elates Contractors 


ALSO PLEASING TO SURETIES 


Bill Facilitating Partial Payments on 
Highway Constuctnon Contracts Co- 
sponsored by Lancaster Agent- 
P. G. Murray 


[There was considerable elation among 
highway contractors in Pennsylvania, 
and in surety company circles over the 
recent signing into law of H.B. 712 re- 
lating to partial payments on highway 
construction contracts, by Governor 
George M. Leader of that state. Agents 
were also pleased inasmuch as one of the 
bill’s sponsors was Paul C. Murray, pres- 
ident of the Lancaster agency of Paul 
G. Murray & Son, Inc., who is chairman 
of the House insurance committee in 
the legislature. He and his co-sponsor, 
Representative Blaine C. Hocker of 
Oberlin, Pa., worked long and hard for 
the bill’s passage. It will become effec- 
tive on September 1, 1957. 

Satisfaction Expressed by APC 

A. E. O’Brien, executive secretary of 
Associated Pennsylvania Contractors, in 
a special bulletin to its members, ex- 
claimed that the passage of this legis- 
lation “will benefit every highway con- 
tractor in the state during the years to 
come. First, because it will reduce the 
retained percentage on each job by 50% 
of what it has been in the past. Sec- 
ondly, it should make the State High- 
way Department pay the finals on high- 
way contracts promptly after completion 
and acceptance, 

“We are quite sure,” Mr. O’Brien 
said, “that the contractors prefer to re- 
ceive their estimates, particularly their 
finals, promptly. We believe that through 
the cooperation of the Highway Depart- 
ment and the contractors this will work 
to the advantage of all concerned. 

“In view of state’s huge highway 
construction program it is vital that the 
retained percentages, estimates and 
final payments be made promptly so that 
contractors can properly finance each 


and every project instead of paying 
54%4% and 6% interest on additional 
monies necessary while large amounts 


remain in the State Treasury.” 
New Provisions in Bill 

Specifically H.B. 712 deletes provi- 
sions previously in force (section 746 of 
Title 36 of Purdon’s Statutes) relating 
to progress payments, and provides in- 
stead that 10% of the amount due on 
partial payments or current estimates 
representing 50% of the total contract 
price shall be withheld from the con- 
tractor pending completion of the con- 
tract. Thereafter, no per centum of the 
amount due on partial payments or 
current estimates shall be withheld from 
the contractor pending completion, pro- 
vided that the Secretary of Highways 
may, in his discretion, make payments in 
excess of the percentages withheld when 
at least 95% of the work contracted has 
been completed. 

The new law retains the provision 
that the amount retained under a con- 
tract for the work done and performed 
shall in all cases be sufficient to cover 
double the contract price or estimated 
cost of the work remaining to be done 
to satisfactorily complete the contract. 

It is newly provided that, in addition 
to the payments herein authorized, the 
Secretary of Highways shall pay to the 
contractor interest at the rate of 5% per 
annum on the amount retained and on 
the final payment due the contractor be- 
ginning 90 days after the work under 
the contract has been completed and ac- 
cepted by the Department of Highways, 
and running until the date when such 
amount retained and final payment are 
tendered to the contractor. 


NAII ANNUAL MEETING SET 

The 13th annual meeting of the Na- 
tional Association of Independent Insur- 
ers will be held October 16-18 at the 
Edgewater Beach Hotel, Chicago. Vestal 
Lemmon, general manager, NAII an- 
nounces that the program for the meet- 
ing is in the course of preparation. 


Trial or Settlement 
Problems and Angles 


VIEWED BY PAUL J. McGOUGH 


Minneapolis Lawyer Considers it a Duty 
To the Client to Seek Negotiation; 
Shows Steps Preparing a Case 


“Whether you are representing a 
plaintiff or a defendant, you owe it to 
your client to thoroughly canvass settle- 
ment possibilities prior to trial. It is 
the duty of the trial lawyer to give his 
client a sound appraisal of the strengths 
and weaknesses of his case. Both you 
and your client should be realistic in 
settlement discussions. If negotiations 
fail, the information obtained in the pre- 
trial settlement discussions will un- 
doubtedly be of assistance to a trial 
attorney in the preparation of his case. 
In short, you have nothing to lose and 
everything to gain by such discussions.” 
This was the view of Paul J. McGough, 
Minneapolis, Minn. lawyer expressed in 
a talk delivered before American Bar 
Association members aboard the “Queen 
Elizabeth” July 12 enroute to London. 

The all important question to a client, 
he said, is whether it is more economical 
to settle his case or try it. The lawyer 
has the responsibility of making this 
decision. Mr. McGough commented this 
way: “If he elects to stand trial and 
wins, he is a hero. If he loses, he is a 
bum. Whoever originated the saying 
that ‘Hindsight is better than foresight’ 
must have had the trial lawyer in mind 
because, as you know, it is always con- 
sidered fair sport to second-guess him.” 


Multiple Claim Cases 


The multiple claim (where a group of 
cases arises out of a single incident) 
presents special problems to the lawyer 
in that, in evaluating one case in such a 
situation, he has the added responsibility 
of establishing a precedent for the re- 
maining claims. 

“An example of this” the speaker said 
“is the tragic collision which occurred 
over the Grand Canyon about noon on 
June 30, 1956 when a United Airlines 
DC-7 overtook a TWA _ Constellation 
about three miles above the ground, 
resulting in the sudden death of 128 
people, the worst disaster in the 30-year 
history of American commercial aviation. 
About ten months after the crash, the 
Civil Aeronautics Board filed its report, 
but to date no court has determined 
whether one or both of the planes were 
to blame for the accident. According 
to the newspapers, several lawsuits have 
been commenced to recover very large 
sums. 

“Although we represent a widow and 
her children in one of these cases,” Mr. 
McGough said, “I am mindful of the fact 
that the insurance companies involved 
are concerned lest the amount paid in 
settlement of one case be used as a yard- 
stick by other claimants. Whether to 
try or settle these cases involves a 
gamble both ways. If one case is tried 
and the plaintiff obtains a large verdict, 
a pattern is cut which might spread like 
a prairie fire to the other lawsuits. On 
the other hand, if a low verdict is re- 
turned it may cause the insurance com- 
panies to tighten up on their settle- 
ment offers in the remaining 127 claims. 
I merely mention this to point out how 
difficult it is for a trial lawyer to eval- 
uate one case that may set off a spark in 
the remaining cases.” 

Mr. McGough suggested that the 
lawyer should “grow up” with his file. 
By this he meant that after the com- 
plaint has been answered, discovery 
methods such as interrogatories, deposi- 
tions, medical and other expert examina- 
tions and requests for admissions should 
be utilized to develop the facts. Every 
step should be taken to acquire a thor- 
ough knowledge of all the facts that will 
aid in determining whether the case is 
one for trial or settlement. 

He further directed that the lawyer 


should carefully consider the venue 
for the trial; are there any local prob- 
lems which would cause a jury there to 
be unduly sympathetic to your oppo- 
nent? and his client? The lawyer should 
spend some time, but not too much, 
viewing the opponent’s problems. An- 
other aspect in the preparation is the 
study of relations and feelings between 
witnesses; it may be necessary to pour 
oil on these troubled waters. Mr. Mc- 
Gough adds: “Of course, if the discord 
is in the enemy’s camp, do not try to put 
out the fire. The more time your op- 
ponent is occupied with his feuding 
witnesses, the less time he has to pre- 
pare his lawsuit. 

“Although I advocate a full and com- 
plete settlement discussion, you must be 
ever mindful of the fact that if negotia- 
tions break down you will no doubt find 
yourself engaged in trial. Therefore, 
careful consideration should be given to 
the extent to which you should disclose 
your evidence to your opponent. Hold 
a few trump cards for the court room.” 


Effect of Producing Income Tax Returns 


The speaker pointed out the advant- 
ages of production of income tax re- 
turns: “Invariably, the plaintiff in a per- 
sonal injury case will claim a loss of 
earnings. If he had a complete set of 
books and records which showed the 
figures that went into his tax returns, 
no one would say that he could not be 
ordered to produce them. The same in- 
formation does not become any the less 
obtainable just because it has been writ- 
ten on a government form. I am a 
great believer in demanding the produc- 
tion of copies of income tax returns in 
order to obtain detailed information 
about plaintiff's earnings and the de- 
ductions claimed by him. If plaintiff’s 
attorney refuses to furnish you a copy 
of his client’s income tax returns, you 
will have to move under Rule 34 of the 
Federal Rules of Civil Procedure for an 
order requiring plaintiff to produce and 
permit defendent to inspect and copy his 
returns. 

“On the other hand, it should not be 
overlooked by plaintiff's attorney. In 
order to save his client from embarrass- 
ment and the possibility of having to ex- 
plain to revenue men a variance be- 
tween the amount of income reported 
in his return and that given in his sworn 
testimony, the plaintiff’s lawyer should 
have as a part of the preparation of his 
case, full knowledge of the contents of 
his client’s tax returns for the past 
several years.” 

Will Contests 


The importance of studying income tax 
returns 1s not confined to negligence 
cases, he said. In a will contest or other 
litigation involving the disposition of 
assets belonging to a decedent, a thor- 
ough knowledge of the decedent’s re- 
ported income over past years may be 
vital to a successful disposition of your 
case. He pointed out: “No longer can 
a lawyer feel certain that after the 
Statutory time for filing claims against 
an estate has expired (usually four to 
six months) all claims are then known 
and it is safe to consummate a settle- 
ment upon the assumption that no fur- 
ther claims can be asserted. Always be 
mindful of the fact that the Federal 
Government can enforce its right to 
collect income tax deficiencies without 
filing any claim against the estate. 


Pre-Trial Conferences 


“The pre-trial conference affords an 
excellent opportunity to sort out, simpli- 
fy and pinpoint the facts you will use 
to meet the other side’s claims. It should 
serve to remove the wheat from the 
chaff. When properly conducted, the 
pre-trial conference should enable you to 
find out and limit what theories will be 
used by and against you when you are 
in the homestretch of the trial. 

“The purpose of the pre-trial discovery 
procedures of the Federal Rules is to 
give the attorney a chance to know his 
lawsuit before getting into the court- 
room. Any trial will provide its sur- 
prises, and painstaking preparation is 
the only way that you can reduce the 
number of surprises to the point where 


Highway Safety Bills 


Enacted in Illinois 


Highway safety bills advocated by 
Governor Stratton were given final pas- 
sage by the Illinois Legislature (June 28). 

One of the measures increases the 
State Police force by men. Also 
approved were bills setting up specific 
chemical tests to determine whether a 
driver has been drinking and to require 
automatic driver license tests for per- 
sons reaching 70 years of age. 

Other enacted measures set up a high 
school driver training program to be 
financed through a $2 increase in the 
driver’s license fee. 


Lord Knollys Talk 


(Continued from Page 28) 


posits as had previously been required, 
and substituted some effective but not 
exacting rules with regard to standards 
of solvency. For most types of Compa- 
nies there is a requirement of a mini- 
mum capital of £50,000 or of a 10% ex- 
cess of assets over liabilities in addition 
to capital. These, besides some very 
simple returns that have to be made 
to the Board of Trade constitute all of 
the ‘regulation,’ as you understand the 
term, that the British Government im- 
poses on insurers. Experience has shown 
that this freedom is well justified. 


Automobile Insurance 


“We have had compulsory third party 
automobile insurance since 1930, regu- 
lated by various Road Traffic Acts. Here 
there is a notable difference in legisla- 
tion and practice from your insurance 
—there is no limit to the amount of the 
insurer’s liability. 

“There is no restriction on the amount 
or type of Insurance we can write, 
though Life business and assets have to 
be kept separate from those of other 
classes. We can invest our funds in 
what we like, though experience and 
prudence have produced a broadly simi- 
lar pattern of investment policy, with 
sometimes wide differences in detail, be- 
tween Companies. 

“The majority of Companies are, as 
you know, in a tariff, but, judging by my 
own experience when I was the Chief 
Executive of a large international insur- 
ance company, I should be interested to 
know of any country where there is 
keener competition. 

“To maintain this satisfactory position 
we have had to keep up-to-date in meth- 
ods and service. We have kept pace with 
our customers’ demands for new types 
of insurance (atomic risks for example), 
streamlining old ones, providing offices 
or appointing agents in newly developing 
and remote areas—for example my own 
Company in the last few years has ap- 
pointed representatives in places such as 
Kuwait, Saudi Arabia and Borneo. 1 
think we can claim that this great in- 
dustry in which you are so interested is 
as full of life as ever.” 

In closing his address, Lord Knollys 
said: “I hope I have given you a picture 
of a country tackling energetically grave 
economic problems, largely peculiar to 
its own traditional geographic position, 
using its historic and world-wide experi- 
ence to keep its position in the forefront 
of the world’s activities, with up-to-date 
and far-sighted planning, and deter- 
mined and confident that it can do so 
successfully.” 





you will be able to cope with them. 

Mr. McGough summed it up by saying, 
“If as trial counsel, we are to best 
serve our respective clients, the courts 
and the community then, after a full and 
complete study of our case, we must 
make an honest effort to settle it. CUT 
OUT THE HORSE TRADING AND 
GET DOWN TO BRASS TACKS. If 
after availing yourself of the procedures 
mentioned, you cannot make an advan- 
tageous settlement, then go into court, 
try your lawsuit and let the chips fall 
where they may.” 
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Smith-Miguelez Wedding Held in Chicago; 
Bride Is J. Milburn Smith’s Daughter 





The bride, the former Miss Doris Mae Smith (center) with her maid of honor 
and bridesmaids. 


A Chicago wedding of more than usual 
interest in insurance circles took place 
recently when Doris Mae Smith, daugh- 


ter of J. Milburn Smith, president of 
Continental Casualty Co., and Mrs. 
Irene H. Smith, became the bride of 


Miguel Diego Miguelez, son of Mr. and 
Mrs. Fidel F. Miguelez, also of Chi- 
cago. The ceremony was performed by 
candlelight in St. Margaret’s Episcopal 
Church of that city. Thereafter a re- 
ception was held in the South Shore 
Country Club for 200 guests, the high- 
light of which was a bubbling cham- 
pagne fountain. 

The bride’s sister, Lillian, was her 
maid of honor. The other attendants 
were Loli Lopes, Almeria, Spain; Mary 
Ball, Scarsdale, N. Y.; Barbara Maher, 
Arlington Heights, IIl., and Sharon Rior- 
dan and Carol Smith, both of Chicago. 
The groom had Richard Kappes, Los 
Angeles, Calif., as his best man with 
Walter Roney, Chicago; Ted Julian, 
Clinton, Mo., Robert Bernholt, Valpa- 
raiso, Ind., Robert Rice and Reed Dunk- 
ley, both of Los Angeles, as_ushers. 

A formal gown of peau de soie and 
re-embroidered Alencon lace with pearls 
was chosen by the bride. Made with a 
flattering oval neckline and long taper- 
ing sleeves, it had a full skirt accented 
by a cathedral train. A crown of seed 
pearls held her finger-tip veil in place, 
and she carried a bouquet of white Ha- 
waiian lilies and lilies of the valley amid 
green and white velvet leaves studded 
with seed pearls. 

Her attendants were in full length 
taffeta sheaths of aqua with chiffon 
bodices and full chiffon overskirts of 
varied colors of aqua and blue. The 
maid of honor wore yellow with an 
overskirt of varied shades of yellow and 
pale greens. One sleeve of her dress 
was appliqued lace sparkled with se- 
quins as was the belt of the skirt. To 
complete the Grecian effect, small crowns 
of the same colors were worn. The bou- 
quets were yellow plumerius, flown in 
from Hawaii, with blue and green seed 
pearls as their centers. 

Mr. and Mrs. Miguelez are spending 
a three-week honeymoon in Hawaii. 
Upon their return they will live in their 
new home in Wilmington, Calif. In the 
fall Mr. Miguelez will return to Uni- 
versity of Southern California to com- 
plete his law studies and his bride will 
take her master’s degree there. She was 





WINS LANDSCAPING AWARD 

The Milburn, New Jersey branch 
office of Standard Accident recently 
received a landscaping award from the 
Garden Club of New Jersey in connec- 
tion with the Garden Club’s campaign to 
bez — New Jersey’s highways. 

Clark, assistant manager of the 

New pies branch, accepted the award 
in the form of a certificate of merit dur- 
ing a brief presentation ceremony at 
the branch. 


graduated in June from Depauw Uni- 
versity as a Spanish major. She met her 
husband a year ago in Europe while 
taking her junior year at University of 
Madrid. 
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Auto FR Law Stiffened 
In Bills Passed in Calif. 


Governor Goodwin |. Knight of Cali- 
fornia signed into law a_ bill which 
doubles the amount of liability insur- 
ance coverage required by —— 
The law became effective July boost- 
ing the financial responsibility lee from 
$5,000 to $10,000 for bodily injury or 
death to one person in any one accident 
and from $10,000 to $20,000 for bodily 
injury or death to all persons in any 
one accident. 

The property damage requirements 
have been increased from $1,000 to $5,000 
and the maximum cash deposit which 
the California Insurance Department 
would require in lieu of insurance has 
been raised from $11,000 to $25,000. 


POINTERS 





How About It? 





Zurich Insurance Company 


There it sits... fat and sassy... 
just waiting for a chance to blow 
its top. Does it belong to one of 
your clients? 

Chances are you've already had 
at least one client cry on your 
shoulder about the loss of his 
boiler... AFTER an accident has 
occurred. Well, we're prepared to 
help you make sure it doesn’t 
happen again. 

Whenever you review a com- 
mercial account, remember . 
pound for pound, nothing can 
hurt a business as much as the fail- 
ure of a boiler, pressure vessel, or 
key machine. Losses involving 
these units are always serious... . 
and can be disastrous. Only the 
broad protection and engineering 
service available with a Boiler and 
Machinery policy can control these 
losses. 

Will you be the one to provide 
it? All you have to do is determine 
the need and order the inspections; 
American Guarantee’s engineers 
and underwriters will do the rest. 

Why not talk it over with your 
Zurich-American field man today? 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





J. Earl Thompson Named Pres. 
Central National of Omaha 


The board of directors of the Central 
National of Omaha has named J. Earl 
Thompson president of the company 
Succeeding Mr. Thompson as executive 
vice president is C. L. Landen, Jr., pre- 
viously vice president. Mr. Max Roch- 
holtz, formerly assistant vice president, 
has been promoted to vice president of 
the company. 

Mr. Thompson has been a member of 
the executive staff of Central National 
since its inception. He brings to the 
post a lifetime of experience in the 
finance-insurance field. Prior to his as- 
sociation with Central National, Mr 
Thompson was actively engaged for 18 
years in the automobile finance busi- 
ness. In 1942, he organized the Protec- 
tive Health and Accident Co. and served 
as executive vice president of that or 
ganization until joining the executive 
staff of Central National 


S. California Casualty 
Association Officers 


Casualty Insurance Association of 
Southern California has elected these 
officers for the year 1957 - 1958, and the 
chairmanship of the committees has been 
announced, thus: President, Jack R. 
West, U. S. Aviation Underwriters; vice 
president, John Mee, Maryland Casualty 
Co.; secretary-treasurer, Frank Hof- 
Statter, Fidelity & Casualty of New 
York; assistant secretary, Jerome P. 
Wadem, Royal-Globe Insurance Group. 

Executive Committee—Jack R. West, 
chairman; John Mee, Frank Hofstatter, 
3ruce H. McBirney, Fidelity & Deposit 
of Maryland; W. S. Macy, Royal Ex- 
change; James D. Simpson, Royal-Globe 
Insurance Group. Audit Committee 
Frank Hagan, Loyalty Group, chairman; 
Clifford Voges, Massachusetts Bonding 
& Insurance; C. O. Flint, Employers 
Group. 

Automobile & Casualty Committee 
Donald M. Johnson, Aetna Casualty & 
Surety, chairman; J. Norman Taggard 
Hartford Accident & Indemnity Co.; 
George Howell, Home Indemnity. Cham- 
ber of Commerce Committee—W. S 
Macy, chairman, James D. Simpson, 
Royal-Globe Insurance Group 

Legislative Committee—Marvin Har- 
lan, Travelers Insurance Co., chairman; 
George T. Conklin, Pacific Indemnity; 
3ruce Walton, Century Indemnity Co.; 
R. J. Huntsberger, American Surety. 
Membership Committee—A. Allen Moss, 
Glens Falls, chairman; W. S. Macy, 
W. J. McKinnon, Great American In- 
demnity. Public Relations Committee 
Bryan Tickner, General Accident, Fire 
& Life, chairman; George Howell, Frank 
J. Hagan. 


To Study Uninsured Drivers 


Gov. G. Mennen Williams of Michigan 
has named an 18-man committee for a 
non-legislative study of problems created 
by uninsured drivers. This study is dis- 
tinct from the legislative-citizens advis- 
cry group survey reported there recent- 
ly. The committee chosen by the Gov- 
ernor comprises lega!, safety, and auto 
experts as well as the following insur- 
ance representatives: Gerald B. Davies 
representing insurance carriers, Thad 
Gillard, secretary, Great Lakes Mutual 
Life, and John R. O’Meara, agent. 
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IAAHU Fall Board Meet 
Oct. 19-20 In New York 


BENNETT NAMES COMMITTEES 
George Lehman, ‘Raton A. & H. Co. 


Handling Arrangements; Executive 
Committee Meets Oct. 18; Com- 
mittee Memberships 


Members of the exectuive board of the 
International A. & H. Association have 


been informed by Earle Bennett, 
TAAHU president, Provident Life and 
Accident, Tampa, Florida, that the fall 


meeting will be held at the Park Shera- 
ton Hotel in New York, October 19 and 
20. The executive committee will meet 


the Friday preceding, October 18, The 


new Inter-Association Public Relations 
Committee will meet with the Interna- 
tional Board 

E. H. Magnuson, president of the Dis- 
ability Insurance Training Council, Fed- 
eral Life & Casualty, has announced the 
DITC trustees will convene at the same 
time and place. While the Disability 


Training Council is a separate corpora- 
tion, it is sponsored by, and works closely 
with, the International and its member 


associations throughout the country in 





holding training courses for those inter- 
ested in accident and sickness selling. 

ably ta TE for the meetings are 
being handled by board member, George 
Lehman, N: itional Accident & Health 
Insurance Company, 32 Williams Street, 
Newark, 


Mr. Sennett, has announced the fol- 
lowing committee members: 

Sustaining Membership—Web Hurley, 
Bankers Life & Casualty, chairman; E. 
J. Coffey, Mutual of Omaha; Paul Klein, 
Mid-America Agency; George Lehman, 
National Accident & Health; Roy Davis, 
Illinois Mutual; Bill Reinsh, Massachu- 
setts Bonding; John Cottrell, Bankers 


Life & Casualty; John Forrest, Mutual 
of Omaha; Frank Gabor, Gabor & Co.; 
Ernie Werner, Business Men’s Assur 
ance; Paul Raines, Hoosier Casualty; 
Bill Coursey, Midland National 
Publicity—Bill Highfield, Insurance R 
& R, chairman; Bruce Gifford, TAAHU; 
Bill Borgel, National Underwriter; Wally 
Clapp, The Eastern Underwriter. 


Memorial—Sig State Auto 
Inter-Association Publ Relations 
Earle R. Bennett, aediaaah Howard 
Nevonen, Washington National: St 
Genres Grinnan, Grinnan Agency; Leon- 
ard McKinnon, McKinnon & Mooney; 

E. J. Coffey. 


Bjornse on, 


Combination Agents—George Leh- 
man, chairman; Thorn Mock. National 
Accident & Health; Tom Ward, Gulf 
Life; L. E. Connor, Will Paull, Detroit 
Mutual 

Convention Richard Dutweiler, Na- 
tional Casualty, chairman; Earl Mont- 
gomery, Provident Life & Accident; 


Washington National 


Howard Nevonen, 


Kenneth Stoakes, Loyal Protective 

Past President Advisory Council—Car] 
Ernst, North American Life & Casualty, 
chairman; John Galloway, Provident 
Life & Accident; Leonard McKinnon, 
Charles Stumpf, Illinois Mutual Cas- 
ualty; Clifford McDonald, International 


Fidelity; E. J. Coffey. 
Associate Company Membership—E. J. 


Coffey, chairman; Glenn Brooks, South 
lend Life. co-chairman; Bill Coursey 
Midland National; Frank Gabor, Sig 
Byjornson, State Auto; Charles Ray, As 

ociates Life; Eugene Gaffey, Peerless 


Choose the Plan—Gib Wright, Con- 


tinental Casualty. 
(Continued on Page 33) 


Welfare Pension Plan 
Survey Made in N. Y. 


SINGLE-EMPLOYER PLAN ASSETS 


Top $14,000,000; "Wailers Covered by 
Welfare and Pension Plans in New 
York Estimated at 3,250,000 


About 70% of all workers in New York 
State covered by welfare pension plans 
are under single-employer plans, Indus- 
trial Commissioner Isador Lubin re- 
vealed recently. Most of these plans are 
company although in 
union 





alone, 
has a voice in 


run by the 


some few cases a 
the administration of the 
represent 


The remaining 


plan. These 


single-employer plans assets 
of more than $14 billion. 
30% of covered workers are under mul- 
tiple-employer plans. The vast majority 
of these involve joint control by repre- 
sentatives of the union and the em- 
ployers. 

The figures released by Dr. Lubin were 
derived from a survey by the State Labor 
Department's division of research and 
statistics. The study excluded firms with 


fewer than four employes, as well as 
government offices, railroads and non- 
profit establishments. An estimated 


3,250,000 workers were reported by the 
survey as covered by welfare and pen- 
sion plans in the State. 


Type of Plans Included in Survey 


The study covered all plans paid_for 
by the employer totally or in part. They 
provided either pensions, hospital insur- 
ance, surgical insurance, medical insur- 
ance, life insurance, accidental death 
and dismemberment insurance or some 
combination of these. It did not include 
disability benefits, which are mandatory 
under the New York State Law. 

Multi-employer plans, the survey in- 
dicated, are much more important in 
New York State than in the rest of the 
country. Although only 30% of covered 
workers are included in such plans, 53% 
of all firms in the State with welfare 
plans are in multiple-employer plans. 
This was attributed to the fact that so 
much of the apparel and unionized re- 
tailing industries—industries with many 
small firms which are likely to do their 
bargaining with unions on an associa- 
tion basis—are located in New York 
State. 

In addition to the establishments 
which are in some type of multiple- 
employer plans and the 37,000 firms with 
single-employer plans, there are about 
110,000 firms with four or more employes 
in the State tthat have single-company 
plans covering only disability benefits. 


The U. S. Senate Committee on Labor 
and Public Welfare reported in 1956 
that about 75,000,000 workers and de- 


pendents—or nearly half the total popu- 
lation of the country, were covered in 
some measure by employe welfare and 
pension programs. 


Dudley C. Coverley Dies 

Dudley C. Coverley, 60, of White 
Plains, N. Y., died last week: after an 
operation for cancer. Mr. Coverley, who 
had been 40 years in the insurance in- 
dustry recently completed his twentieth 
anniversary as manager of the Hudson 
Valley (White Plains) office of the Mu 
tual Benefit Health & Accident Associa- 
tion of Omaha. He was also agent for 
the Companion Life. Mr. Coverley died 
at the New England Baptist Hospital in 
Boston. 






New “Plain Language” 
Hospital Policy 
ISSUED BY CALIFORNIA LIFE 
Features Easy-to-Read Type Format in 
Contract; Also Simplified Phraseol- 


ogy Instead of Traditional Terms 


hospital policy 
“plain language” 


“plain language” 
which the 
A.&S. policy issued by the company 
last year has been announced by the 
California Life of Oakland. The new 
hospital contract issued both on an indi- 
vidual or family basis is presented in 
booklet form on sixteen 8%” x 11” pages 
opening from left to right rather than 
the unwieldy top to bottom. It is printed 


in 10 point type rather than the 8 point 
type required by most State Insurance 
Departments. Its printed lines are set 
two columns to the page to the conven- 
tional harder-to-read one column line 
across the entire page. 

The contract is divided into eight parts 
with clearly defined headings printed in 
color to simplify location of any desired 
portion of the policy. Reference to any 
part, section, or paragré iph is made easy 
through an index in the front of the 
policy. California Life has used its sim- 
plified language by referring to the 
company as “we” and to the policyholder 
as “you,” thereby eliminating such con- 
fusing industry terms as “insurer.” poli- 
cvholder,” “insured,” “narty of the first 
part.” etc. Sentences have been short- 
ened and easy-to-understand wording 
has been substituted for the stilted in- 
surance language customarily used. 

The policy contains a schedule of 
benefits which indicates at a glance all 
premium information and in addition 
clearly outlines the exact benefits navy- 
able for the entire family. The policy- 
holder can immediately determine the 
extent of coverage provided, withont 
confusing reference to the normally 
complicated policy provisions as amend- 
ed by numerous paste-in riders and 
amendments. 

One of the broader benefits included in 
the California Life hosnital policy Dro- 
vides coverage for sickness commencing 
prior to the effective date of the nolicv 
if the insured individual has no know!I- 
edge of its existence. nor had received 
medical treatment. Normally. individu] 
hospital nolicies will not contrectually 
cover such pre-existing sickness and will 
insure only sickness which is contracted 
after the effective date of the nolicy, 
even though the malady might be un- 
known to the insured person. 

California Life’s noliev provides cover- 
age on the entire familv immediatelv on 
the effective date of the nolicv, excent 
for a maternity waiting neriod. Exclu- 
sions and limitations anplv onlv to self- 
destruction, military 


A new 
matches 


t war, service, occu- 
pational accidents, and confinement 
while in a government hospital 

This policy offers a dailv hospital 


benefit which may be purchased from $5 
to $30 ner dav to cover from 30 to 365 
davs of hospital confinement. Miscel- 
laneous hospital expenses mav be written 
up to $450 with an out-natient accident 
henefit equal to three times the dailv 
hospital benefit purchased. or a maxi- 
mum of $90. A maternity benefit is pro- 
vided up to 10 times the daily hospital 
benefit. 

If the policvholder desires) he mav 
purchase an individual or family medical 
treatment benefit nroviding up to $250 
maximum with $5 for each home treat- 
ment and $3 for each hospital and office 
treatment. Un to $50 is provided on an 
unscheduled basis to cover X-rav and 
laboratory examinations due to accident 
or sickness even if the insured is not 
confined within the hospital. 

Surgical Schedule 

Also provided is a surgical schedule 
with a maximum up to $400. The sched 
ule offers an additional 15% of the sur- 
gical payment for anesthetist’s fees and 
provides dental surgery benefits which 

(Continued on Page 33) 


Home Life Introduces 
Expanded MM Line 


4-DAY GROUP SALES MEET HELD 


In Princeton; 12 New Major Medical 
Contracts in Regular Group; 14% 
Premium Volume Increase Reported 


A new line of expanded major medical 
coverages in the regular and 10-25 life 
Group field was announced last week 
by the Home Life at the annual meeting 
of its Group Sales organization at 
Princeton, N. J. A major portion of the 
four-day conference was devoted to the 
introduction of the new coverages and 
two complete groups of selling aids for 
the use of Home Life’s field organiza- 
tion. 

The meeting chairman was James T. 
McCrystal, assistant vice president. Con- 
ducting and participating in the meeting 


sessions were: John H. Evans, vice 
president-sales; Owen C. Lincoln, vice 
president; Gerald K. Rugger, manager 


of Group insurance; Guy W. Pickering, 
actuary and members of the Group field 
organization and home office sales de- 
partment. 

In the regular Group field, Home Life 
announced 12 new major medical con- 
tracts, each issuable either on a “calen- 
dar year” or “per cause” basis. Among 
the expanded coverages were provisions 
for full ward and semi-private hospital 
room benefits, dental expenses including 
dentist’s charge resulting from an acci- 
dent, ambulance expenses to and from a 
hospital and air or rail transportation 
expenses to distant points for specialized 
treatment. Another feature of Home 
Life’s new major medical is the elimina- 
tion of a deductible when expenses re- 


sult from a common accident involving 
more than one covered individual. In 
the company’s “per cause” contracts, 


once the deductible has been satisfied for 
a single illness or disability, insured 


expenses from any cause are thereafter 
covered. 

In the field of “Planned Security 
Benefits,” which is the Group plan of- 


fered by Home Life to firms with 10 - 25 
employes, major medical changes in- 
cluded the choice of flat $25 or $50 de- 
ductibles, doubling of maximum benefits 
payable, expansion of the qualification 
period and increases in a number of 
coverages. 

Enthusiastically received by the Group 
field men were over 20 new Group sales 
aids and the demonstration of their uses 
with owners of businesses and their em- 
ployes. 

Group Premium Up 14% 


Mr. Rugger enumerated the advances 
made during the past year in product 
development as well as service to clients 
and the field organization. He announced 
that Group premium volume for the first 
six months of 1957 exceeded by 14% that 
of the same period in 1956. Much of this 
progress, was made possible, he said, 
by the consolidation of Group and Ordi- 


nary sales into one cohesive, positive 
thinking sales team. 
In closing the meeting, Mr. Evans 


described it as representing a milestone 
in the company’s continuing program to 
equip its Group and Ordinary field or- 
ganization with the finest and most com- 
petitive sales tools in the insurance busi- 
ness. Commenting on the high enthusi- 
asm which marked the meeting and the 
fact that it was the first field meeting 
since the consolidation of Group and 
Ordinary sales in one department, Mr. 
Evans declared that an even more effec- 
tive sales team had been born at the 
Princeton meeting, a team which would 
bring into play the best efforts of every- 
one in the company’s field organization 
and the home office departments which 
serve them. 


OPEN IN DES MOINES 
Continental Casualty has opened a 
new A. branch office in Des 
Moines, Ia., with A. D. Renner as man- 
ager. In addition the office will handle 
aviation and travel accident insurance. 
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Continental Casualty 
Has New Facilities 

ITS MAJOR MEDICAL POLICY 

Has Sent Mailers to Producers; “$10,000 


Medical Bank Account” Theme 
Stressed in Sales Aids 








Continental Casualty made its entry 
into the major medical field July 1 with 
a new policy for individuals and family 
groups. Commenting on the event the 
company’s magazine “The Continental 
News” says: “Particularly notable is the 
fact that the new policy is designed to 
cover large medical expenses both in and 
out of hospital. The company feels that 
its new major medical expense coverage 
will satisfy the public demand for a 
simple and straightforward policy with- 
out schedules and limitations. 

“There is no limitation on room and 
board, and surgical expenses are covered 
on a blanket rather than schedule basis. 
The policy covers accidents after the 
effective date of the policy and sickness 
originating 30 days after the effective 
date. There is a choice of a $500 or 
$750 deductible after which the policy 
will pay 75% of all covered medical ex- 
penses to a maximum of $10,000 over a 
two-year period. The policy can be writ- 
ten on individuals up to age 60 with no 
increase in premiums because of age 
once the policy is in force. 


Exclusions in the Policy 


“The exclusions in the policy are preg- 
nancy, mental disorders, military service, 
any losses covered by workmen’s com- 
pensation or occupational disease laws, 
war, air travel, except as a passenger 
for transportation only in a certified 
aircraft, suicide, dental treatment, cos- 
metic surgery, and any treatment ren- 
dered in any Veterans Administration 
or other Federal Government hospital.” 

Continental’s commercial division has 
also prepared new sales aids which it is 
felt will impress people with the need 
for this supplementary medical protec- 
tion over and above their existing health 
plans. Included in the material is a cir- 
cular app. which points to a $10,000 
“medical bank account on deposit for 
each disability. From this account, un- 
allocated medical-surgical-hospital bene- 
fits can be withdrawn once the deduct- 
ible amount has been satisfied.” 

An accompanying mailer, using the 
bank account theme, the company feels, 
provides the punch necessary to stimu- 
late consumer desire and paves the way 
for the producer’s call. These mailers 
will be available at a nominal charge to 
cover brokerage imprint. The third sales 
aid, a brokerage announcement, has been 
designed for mailing from Continental’s 
home office to acquaint brokers with the 
new major medical coverage. 

Continental feels that its major medi- 
cal will go a long way in meeting the 
demands of the big “white collar” mar- 
ket where a serious mishap or illness 
might spell financial disaster. The 
growth of a broad ready market for 
major medical is easily visible in the 
light of sharply increasing rates of seri- 
ous accidents and sickness. 


Industry Committee Named 
At Sen. Metcalf’s Request 


Following a request by Sen. Metcalf 
of New York for a small technical com- 
mittee from the industry, the following 
committee has been named for the pur- 
pose of examining New York legislative 
proposals relative to considering possible 
expansion of A. & H. coverages. Serving 
on the committee will be Donald D. 
Cody, New York Life; C. Manton Eddy, 
Connecticut General Life; Ardell T. 
Everett, The Prudential; Morton D. 
Miller, Equitable Life Society; Gerald 
S. Parker, Guardian Life; Horace E. 
Pascal, Mutual of Omaha; William 
Metropolitan Life and J. F. 


Follman, Jr., HIAA. 





Combined’s Training Course 
For Clerical Employes 


A new training program by which 
women filing clerks and typists can ad- 
vance to better paying positions at the 
company’s expense has been instituted 
by the Combined Insurance Company of 
America at its headquarters in Chicago. 

Besides training new secretaries, the 


training course also is open to the com- 
pany’s regular secretaries wishing to 
brush up on the technique of their 
work. Henry Alderfer, director of edu- 
cation for Combined, devised the new 
training program w hich is offered in one 
hour sessions three days a week on a 
voluntary basis. The sessions are held 
in the morning, and the company stu- 
dents are relieved of their regular duties 
during their normal working hours to 
take the course. 

In addition to the classroom training, 
Mr. Alderfer has made available to sec- 
retary trainees a large company library 
on business and motivation books and 
current business magazines as supple- 
mentary readings. The course itself is 
designed to provide the trainee with all 
points of being a good secretary, includ- 
ing the technique and diplomacy of an- 
swering the telephone, referring calls 
and making appointments for a_ busy 
superior. 


Prepare New A.&H. Program 


A survey has been made among Zu- 
rich-American agents to determine ways 
in which the company’s new, intensified 
accident and health program can best be 
geared to the needs of both agents and 
clients. All of the companies’ accident 
and health contracts are being revised 
and modernized. Policies are being re- 
designed and restyled, and a complete 
kit of sales materials is being prepared to 
implement the new program. 


Emerson Davis Presides 
At Texas A. & H. Meeting 


The officers and directors of the Texas 
Association of Accident and Health Un- 
derwriters held their quarterly meeting 
in Austin, July 20, with President 
Emerson Davis presiding. The need for 
increased membership as a means of 
strengthening the fight against harmful 
state and national legislation was dis- 
cussed at length. John Miles of the 
Dallas Association and Glenn Brooks, 
Southland Life, described plans for a 
membership campaign. 

This campaign which will start with 
a kickoff breakfast will provide workers 
with sales material and prospects for 
membership. Those who lead will be re- 
warded on a basis of part of their ex- 
penses paid to the convention of the 
International Association. 

The question of whether quarterly 
meetings are sufficient was discussed, 
and the consensus was that if additional 
meetings are needed the president has 
authority to call these meetings. 

The executive committee voted to hold 
the annual Sales Congress for 1957: 
Dallas, December 2; Houston, December 
3; and San Antonio, December 4. Ed 
O’Conner, Economic Society, will be one 
of the principal speakers. 


Texas, 


ALLSTATE APPOINT WETHERALL 


John A. Wetherall has been named 
assistant to the personnel director of 
Allstate in the home office at Skokie, 
Ill. Mr. Wetherall joined Allstate in 
1952 as senior staff auditor in the home 
office. In 1954 he became field audit 
manager of the company’s Pacific Coast 
zone. Prior to joining Allstate, he had 
held executive positions in several Chi- 
cago retail stores. He is a graduate of 
the Walton College of Business Admin- 
stration and a member of the Institute 
of Internal Auditors. 
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and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 


and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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W. Clement Stone Announces 
Wide Ranging Promotions 


W. Clement Stone, president of the 
Combined Group has announced the fol- 
lowing promotions: 

For Combined of 
liams, Houston, to 
northern Louisiana; Ernest McDonald, 
Wichita Falls, Texas, to sales manager 
of southern Arkansas; Maynard Lamh, 
Shawnee, Okla., to sales manager of the 
south east Oklahoma, and Cly Cluck, Mc 
Alester, Okla., to salesmanager of north- 
west Oklahoma. 

For Combined American: Tom George, 
of Tyler, Texas, to sales manager of 
mid-east Texas; Bobby Kueck, of Hous- 
ton, to sales manager of southeast 
Texas; Dean Brown, of Corpus Christi, 
to district manager of the Corpus Christi 
territory; G. O. Davis, of San Antonio, 
to district manager of San Antonio ter 
ritory; Ogden Compton, of Dallas, to 
sales manager of the north central 
Texas; and Trav Moses, of Baytown, 
Texas, to sales manager of the Gulf 
Coast area 


America: Roy Wil- 


sales manager of 


Open West Ciinas Offices 


The American Plan Corp. of New 
York, has announced the formation of a 
new subsidiary, American Plan Corpora 
tion of C alifornia. It will act as automo 
bile and mobile home managers for the 
American Fidelity & Casualty, and the 
Jefferson Insurance of New York 

The new subsidiary will — offices in 
San Francisco and Pasadena. C harles S 
Williams has been appointed West Coast 
inanager with headquarters in San Fran 
cisco. 


Plain Language Poliev 
(Continued from Page 32) 


are items not normally covered in most 
policies. 

This policy is 
women age 65 or 
continued indefinitely at the 
the company at the same rate 
nally purchased and without any reduc- 
tion in benefits at older ages. Unmarried 
children may be added from 
months to 18 years. Also available ars 
special benefit plans for men and women 
over age 65. 


available to men and 
under, and may be 
option of 
as origi 


ages 3 


TAAHU Committees 


(Continued from Page 32) 


L. Shoup, Lincoln 
National, chairman; Howard Navonen, 
Washington National; E. J. Coffey, 
George Lehman, Bill Reinsh, Massachu- 
Bonding; Gib Wright, Sidney 
Massachusetts Casualty; Glenn 
Southland Life; Bill Steiger, 
Charles Rea, North 
John Forrest, 
Davis, Illinois 


Membership—Gail 


setts 

Fields, 
Brooks, 
3erkshire Life; 
American Life & Casualty; 
Mutual of Omaha; Roy 

Mutual; Ernie Werner, Business Men’s 
Assurance; Paul Raines, Hoosier Cas 
ualty; Herman Hoskins, Educators Mu 
tual; St. George Grinnan, Grinnan Agen 
cy; Leonard McKinnon. 


Educ ation—E. H. Magnuson, Federal 
Life & Casualty, chairman; John Gallo 
way, Irving Wessman, Loyalty Group; 


O’Connor, Insurance Economics 
John Burridge, National Under- 


| ase 


Society ; 


writer; Bill Borgel National Under- 
writer; Bruce Gifford, IAAHU. 
Public Relations — Oakley Baskin, 


chairman; Web Hurley, Leonard Mc- 
Kinnon and Kenneth Stoakes. 

LPRT — Oakley Baskin, chairman; 
John Cottrell, Howard Nevonen, Wash 
ington National; Clarence G. Klucholn, 
Mutual of Omaha 

Magazine Promotion Bruce Gifford, 
IAAHU, chairman; Jack Ralph, Paul 
Revere; Bill Highfield, Insurance R. & 


R.; Eugene Gaffey. 
Legislation E. H 

man; Frank Gabor, 

Kenneth Stoakes. 


O'Connor, chair 
Ernie Werner and 
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Many New Prospects In Expanding 
Market for A. & H. Coverages 


By James T. HELVERSON 
Third Vice President, A. © H. Underwriting 
Washington National, Evanston, IIl. 


In the expanding A. 


producers to “Sell the A. & H. Need.” 


& H. market the author of the following article stimulates 
He points to the great number of claimants 


of his company who found their disability insurance to be a life saver in time of 


need. 


nized in split dollar, salary continuance and business insurance plans. 


He considers it important for the A. & H. disability income need to be recog- 


At the same 


time, he urges producers to be on the alert for key man and sole proprietor coverage 


prospects everywhere. Mr. 
National’s “Review” 
timely production advice. 


Accident and Health 
wonderful business. The records of our 
claim department cover great numbers 
of claimants who “didn’t think it would 
ever happen to them.” But they found 
their insurance to be a life-saver in time 
of need. Don’t give up easily when some 
prospect stubbornly says he has no need 
for this coverage. 

Knowing your prospect’s needs proves 
to be very important. Some of the needs 
many prospects have for other kinds of 
are just as applicable to 


Insurance is a 


insurance 
A. & H. 

For example, a substantial volume of 
life insurance is being sold today by use 
of the split dollar, key man, salary con- 
tinuance and business insurance plans. 


One of the motivating sales points 
stresses the financial loss to the busi- 
ness in event of the death of a key 


employe. However, many lose sight of 
the fact that a loss just as serious occurs 
in the event of prolonged disability on 
the part of a key employe. The chance 
of such a loss occurring during a per- 
working years is two to three 
great as loss resulting from 


son’s 

times as 

death. 
Urges Sound Plan of A. & H. 


A sound plan of accident and sickness 
disability income insurance with an 
elimination period, which puts dollars 
in the pocket of the employer or the 
employe when needed most, solves many 
problems. The method of paying pre- 
mium and whether the employer will 
pay all or part of the premium usually 
ties in with the resulting income tax 
savings to the employer and the employe. 

If you do not recognize the need for 
A. & H. disability income insurance in 
your split dollar, salary continuance of 
business insurance sales plans, you are 
missing the boat. 


Key Man Prospects Everywhere 


Prospects for key man coverage are 


everywhere and in every community. 
Usually there is at least one key per- 
son, if not more, in every small store, 
shop or business. In large business or- 
ganizations there are many. Thus, local 
stores, dairies, fuel companies, florists, 
banks, etc., provide a wealth of handy 
prospects. 

What happens when a key man be- 


The employer faces: 

1. Extra expense for a replacement. 

2. Possible loss in profits, particularly 
so if the disabled key employe is re- 
sponsible for production. 

The problem as to how long to con- 
tinue paying salary to the disabled em- 
ploye. 

4. The general morale problem because 
the employer is aware that many other 
local employers provide their key em- 
ployes with a substantial disability pro- 
gram. 


Sole Proprietors Need A. & H. 


Another type of prospect is the sole 
proprietor of a business having no other 
employes. What happens when he be- 
— disabled for any length of time? 

Expenses go up as he is obliged 
to yo a responsible person to oper- 
ate his business. 

2. If he does not hire a responsible 


comes disabled ? 





Helverson’s article currently appears in Washington 
and in reproducing it we are glad to give recognition to his 


person to run his business. he is obliged 
to close it down. During the period his 
business does not operate, he might lose 
many of his customers, and possibly his 
entire business. 

3. If his business remains in operation, 
profit will probably go down because of 
the extra operating expense plus the 
fact that the person employed to run 
the business may not exercise the same 
interest as the owner. 


Employed Women a Big Market 


Many salesmen tend to overlook an- 
other important market—that of em- 
ployed women. Today, there are more 
women employed than ever before—over 
21 million—representing nearly one- 
third of the total employed population of 
our country. 

As you know, 
ten association franchise 
the past several years. 
90% of this business insures men. This 
leads me to believe that very few 
women belong to associations that qual- 
ify for this type of coverage. Conse- 
quently, there must be a vast field of 
prospects among employed women for 
individual accident and sickness insur- 
ance. 

The need for protecting their incomes 
are the same, and just as important, 
as for employed men. The persistencv 
on this class of business is excellent. If 
you have been overlooking or by-passing 
this market, I recommend that you try 
it. You will find receptive prospects to 
whom you can make profitable sales. 


Male Market 


Perhaps you find it somewhat more 
difficult to obtain prospects for individual 
policies among emploved men because 
of the large amount of Group and asso- 
ciation franchise coverage which has 
heen sold during the past few years. 
Some of you have commented in the 
past that because of so much Group and 
franchise insurance, the market for in- 
dividual accident and sickness is drving 
up. I cannot agree with this as there 
are still a great many people who do 
not carry anv disahility income insur- 
ance. The Health Insurance Council’s 
latest survey indicated at the close of 
1955 that nearly one-half of our total 
working population was not carrving in- 
dividual or group A. & H. disability cov- 
erage with insurance companies. Does 
this sound as though no market exists ? 


our company has writ- 
insurance for 
Approximately 


Existing Needs 


Earlier, I stated the importance of 
uncovering the needs for our protection. 
If you can find the real need and then 
direct your sales effort toward it, half of 
the battle will be won. 

The findings in a survey by the Re- 
search Council for Economic Security 
highlight the need. The survey, con- 
ducted over a five-year period, covered 
6,200 cases of non-occupational disability 
only. The primary objective was to ob- 
tain some idea of the financial sacrifices 
made by people in order to pay for the 
cost of illness. The findings follow: 

43% drew on savings they had set 
aside for a special purpose, such as a 
house, car or household appliance. 

16% borrowed money. 





$125.50 Prem. for Hartford 
MM Policy on Family of 15 


A super-size major medical expense 
policy covering an Iowa couple and 13 
of their offspring has just been issued 
by the Hartford Accident and Indemnity. 
Largest family major medical policy ever 
written by the Hartford, which believes 
it to be the biggest, in terms of number 
of family members covered, issued by 
any insurance carrier. 

The king-size contract covers Mr. and 
Mrs. Donald C. McCarthy of Algona, 
Iowa, and 13 of their children ranging 
in age from five months to 17 years. In 
all, Mr. and Mrs. McCarthy have 15 
youngsters, but the two oldest are over 
18, the age limit for coverage for chil- 
dren under a family policy arrangement. 

Hartford Major Medical Insurance 
provides for payment for each insured 
person of 75% of covered medical ex- 
penses, over an_ initial deductible 
amount, incurred as a result of acci- 
dental injury or unrelated illnesses, up 
to the limit of the policy. Written 
through the Hartford A. & I.’s Algona 
representative, the Hood _ Insurance 
Agency, the McCarthy’s policy specifies 
benefits of $5,000 for each 


maximum 

accidental injury or unrelated illness, 
subject to an initial deductible amount 
of $300. 


A salient feature of Hartford’s Major 
Medical policy is that the family pre- 
mium rate does not increase beyond the 
level for the charge for three ‘children, 
no matter how many additional young- 
sters under age 18 there are in the f fam- 
ily. Hence the McCarthy family is get- 
ting this broad protection for 15 per- 
sons at an annual cost of only $125.50. 
Mr. McCarthy, who is 46, operates a 
240-acre farm. 


Medical Insurance Needs 
In Michigan For Survey 


The Michigan State Medical Society 
and the Michigan Health Council are 
undertaking a broad survey to determine 
what medical services they wish included 
under pre-payment medical-surgical plans 
and health insurance policies. 

Dr. D. Bruce Wiley, Utica, chairman 
of the medical society’s survey committee 
which is sponsoring the state-wide study, 
said more than 51,000 Michigan residents 
are to be polled by mail questionnaire 
and personal interview. 

The Michigan Health Council will 
make the mail survey of 50,000 residents. 
Dr. J. K. Altland, president of that vol- 
untary health education body, said four 
specific types of information will be 
sought: 1. What services the public 
wants covered by medical paymert plans 
and what services are most vital; 2. 
What the public is willing to pay for 
such services; 3. What doctors want for 
pre-paid programs, and 4. What are the 
public’s chief medical needs. 

Dr. Altland, apparently referring to 
C.1.O. union criticisms of Blue Cross- 
Blue Shield services, noted that “pre- 
paid medical and surgical care plans have 
long been the target of leaders of various 
pressure and special interest groups who 
have claimed the people want more com- 
prehensive coverage than is currently 
offered. The medical profession now in- 
tends to find out what people actually do 
want and are willing to pay for.” 

Results of the studies are to be re- 
ported back to the Medical Society’s 
house of delegates which authorized the 
survey. 





15% arranged to pay for the medical 
care on a payment plan. 

2%4% applied for assistance outside the 
family, that is, from a private welfare 
agency, public agency, company loan 
fund or the church, 

2% sold property or other belongings. 

A number of the persons surveyed re- 
sorted to more than one of these meth- 
ods of meeting the costs. 

Doesn’t such a survey point out that 
there is a real need for accident and 
sickness disability income insurance? 





Six New Men Named 
For IAAHU Board 


ZONE REPRESENTATION CHANGE 





Glenn M. Brooks, Herman Hoskins, Paul 
Raines, C. T. Tollefson, E. R. Werner 
and F. Kenneth Stoakes Elected 





Six new men have been named to the 
board of the IAAHU to replace retiring 
board members or to serve in areas 
that have been inadequately represented. 
The following were recently appointed: 

Glenn M. Brooks, vice president and 
director of A. & H. Southland Life, 
Dallas, succeeds Emerson Davis as 
board member and zone chairman for 
Texas, Arkansas and Oklahoma. He has 
served on the board of the Dallas and 
Texas State A. & H. Associations and 
as membership chairman of the state 
association. 


To Develop New Associations 


Herman Hoskins, vice president, Edu- 
cators Mutual, Lancaster, Pa., relieves 
St. George Grinnan of zone chairman 
duties in West Virginia and Charles Ray 
of similar duties in Kentucky. In addi- 
tion, he will work toward the develop- 
ment of new associations in Tennessee. 

Paul Raines Hoosier Casualty, Des 
Moines, relieves Bill Reinsh, zone chair- 
man in Iowa. Mr. Reinsh will continue 
to supervise Nebraska. He is on the 
board of the Central Iowa Association 
and has served as president of the 
Hoosier Casualty General Agents Asso- 
ciation and secretary of The Travelers 
Agents Association. 

C. T. Tollefson, Mutual of Omaha, 
Fargo, N. D. takes over the two Da- 
kotas and supervision of Montana from 
Sig Bjornson. Mr. Bjornson continues 
to be a board member from Minnesota. 
Mr. Tollefson is past president of the 
state A. & H. association and the life 
association. He has held top posts in 
his companies’ field organizations and 
has been active in hospital welfare and 
se organizations. 

R. Werner, Business Mens’, Albu- 
Pc will supervise association de- 
velopment in Arizona and New Mexico. 
He is past president of the New Mexico 
association and a member of the IAAHU 
for the past six years. With his state 
association he has served as legislative, 
membership and attendance committee 
head. ’ 

F. Kenneth Stoakes, Loyal Protective, 
Los Angeles, replaces Howard Nevonen 
as zone chairman for California. Mr. 
Stoakes has served as officer for both the 
A. & H. Underwriters Association and 
the Los Angeles A. & H. Manager’s 
Club. He is presently president of the 
California State A. & H. Underwriters. 
He will be instrumental in 1958 conven- 
tion planning and the host board mem- 
ber when the IAAHU moves to Los 
Angeles for its annual convention. 


Indianapolis A. & H. Change 


W. Harold Petersen, superintendent of 
agencies for A. & S. American United 
Life, has been appointed to the board 
of the Indianapolis A. & H. Association 
to fill the unexpired term of Malcolm 
Dunlap, general agent, Massachusetts 
Indemnity & Life, who was elected vice 
president of the organization at its an- 
nual meeting. 

Mr. Petersen has also been named by 
W. Howard Bull, CLU, group manager, 
Aetna, president, as chairman of the 
association’s educational committee. The 
committee sponsors the regular fall and 
spring DITC classes at Butler University 
in Indianapolis. 





TWO SPECIAL AGENTS NAMED 


Hartford Accident has appointed two 
special agents. These are Edwin 
Thomasson, assigned to central Tennes- 
see, traveling out of Nashville, and 
Robert L. McNabb in the eastern Ohio 
territory with headquarters in Columbus. 
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The Aetna Fieldman 
Is a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 











Meet A. J. Bolles, Manager, New Orleans, La. Jack 
joined the Aetna in 1923, became Louisiana State Agent in 
1931 and recently was advanced to his present position. His 
hobbies range from barbecue chef at cook-outs to furniture 
making to insurance law. He was instrumental in revising 
Louisiana ‘‘General Forms,” has written numerous articles 
on insurance, and served for many years on the La. Rating 
& Fire Prevention Board, with a term as President. Jack’s 
ability to engage in so many projects probably traces to 
college days when he went in for practically all athletics and 
other campus activities. 





AETNA INSURANCE COMPANY 


Meet Ray D. Johnson, Jr., Special Agent, Oakland, 
Calif. Ray graduated from high school just in time to enter 
the Navy, where his service gave him six exciting months in 
the Orient. After the war he spent three years at Stanford 
and celebrated his graduation by getting married and enter- 
ing the insurance business. He joined the Aetna in 1953 as 
casualty fieldman in Portland, Oregon, and in 1954 was 
transferred to the Oakland office. Ray’s ability to dig deeply 
into insurance subjects and express himself clearly has 
made him a popular college lecturer and popular with the 
agents he serves. 


AETNA INSURANCE GROUP 


* THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «+ STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 


Clinton £. Allen, President 
































What do giraffes 


have to do with 


high blood pressure? 


N ITS SEARCH for more knowledge about baffling dis- 
I eases, medical science takes some strange turns. For 
example, doctors have gone to Africa to study the 
blood pressure of giraffes. 








They found that it takes an unusually high pressure 
to pump blood from the giraffe’s heart to his brain—a 
distance of some 14 to 15 feet. Yet, its heart and blood 
vessels are not under strain. 


Doctors are trying to learn more about how this is 
accomplished for it could shed new light on the disorder 
affecting an estimated 6 million Americans—high blood 
pressure or hypertension. 


Fortunately, most cases of hypertension can be helped 
by proper treatment. In fact, it can often be controlled 
simply by relieving day-to-day emotional stresses which 
push blood pressure up and tend to keep it excessively 
elevated. 


If you have hypertension, your doctor may suggest a 
way of life especially adapted to your needs. Among 
other things, he will probably recommend plenty of rest 
and weight control. The latter is important in treating, 
and possibly preventing, hypertension. In fact, hyperten- 
sion is four times as common in overweight men as in 
those who are underweight. 


If changes in living habits do not control this disorder, 
then other treatments . . . including medicines, special 
diets or surgery . . . may be used. 


Hypertension is more easily controlled when discov- 
ered early. So, everyone should have periodic health 
examinations. Those who have reached middle age, are 
overweight, or whose parents or close relatives had ele- 
vated blood pressure should be especially watchful. 


When hypertension is diagnosed, a patient should 
continue to see the doctor regularly. Then possible com- 
plications can be prevented, postponed or, if they occur, 
treated promptly. 
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